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SAYS THERE SHOULD BE 
NO PROFIT IN INSURANCE 


Nesbit, of Washington, Would Charge 
Assured Only for Losses and 
Expenses 








FAVORS RENEWAL DISCOUNTS 





System of Fixing Reserves Again 
Criticised By District of Columbia 
Commissioner 





The annual report of the Superin- 
tendent of Insurance of the District of 
Columbia, Charles F. Nesbit, distribu- 
ted this week, is an unique document. 
Thirty-three pages of type are covered 
in telling the history of insurance from 
Rhodian sea law found in the Justinian 
Code, A. D. 533, to the final chapter 
which offers legislative relief for insur- 
ance ills as Mr. Nesbit sees them. 

Quotes Shakespeare 

Mr. Nesbit has dived more or less 
deeply into the insurance libraries and 
he discusses the work of Malynes 
“who discussed insurance at some 
length” in the Lex Mercantoria in 1622. 
He quotes extensively from the “Mer- 
chant of Venice,” because ‘“Shake- 
speare puts into the mouths of his 
characters in the ‘Merchant of Venice’ 
an expression of the psychology which 
gave birth to marine insurance and 
through it to other forms of insurance.” 
He tells the old Lloyds’ coffee house 
story, describes the laws of Oleron 
and Wisbuy, A. D., 1266, providing for 
compulsory sickness’ provision for 
mariners, stops a bit to trace insur- 
ance developments through the Middle 
Ages, and gets down to 1752 when 
Benjamin Franklin organized a fire in- 
surance company. Pausing a moment 
he turns to Charles Dickens and de- 
scribes an insurance company that was 
the product of this novelist’s brain. 


Attacks Present Reserve System 

Getting down to more recent times 
Mr. Nesbit takes up the cudgels for a 
change in the system of basing re- 
serves. He finds five faults with the 
present system of reserves as follows: 


What, then, are the principal objections to 
this reserve system? 

In the first place, the reserves do not con- 
stitute an adequate provision against the risk 
assumed. As the history of the reserve sys- 
tem shows, its principal object is to protect 
the insured. This can only be done when the 
reserve set aside is that percentage of the 
risks assumed which scientific calculation in- 
dicates as the percentage likely to be lost. The 
reserve, when based on the premium, is not 


(Continued on page 15.) 
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“ Che largest fire insurance company in America’ 
ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY 


NEW YORK 





Cash Capital, $6,000,000 
ALL BRANCHES OF FIRE INSURANCE. 


Automobile Registered Mail 
Commissions Rents 

Hail Sprinkler Leakage 
Marine—Inland-Ocean Tourists’ Baggage 
Parcel Post Use and Occupancy 
Profits Windstorm 
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North British 
and Mercantile 


Entered United States 


ee Insurance Co. 


Established 1809 





Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 


, TED STATES.” | 
oT SIS Grice. 


Fire & Marine Insurance Co. 
Cash Capital $2,500,000.00 
Tie SPRINGFIELD for two-thirds of a century has 





“FIFTIETH ANNIVERSARY YEAR IN THE UNI 

















transacted business solely under its own corporate 

name, without annexes, underwriting agencies or 
subsidiary companies. An agent of the SPRINGFIELD is 
not a half,.a quarter or any other fraction of an agent, but 
is vested with the rights and dignity of an undivided repre- 
sentative of an undivided and independent company. e 
SPRINGFIELD stands today pre-eminent among American 
fire insurance companies. 








SPRINGFIELD, MASSACHUSETTS 





LAUNCHES NOVEL LOW 
COST INSURANCE PLAN 


Combines Old Line and Fraternal 





Features—Local Clubs as 
Nucleus 





JAMES F. EGAN THE ORIGINATOR 





Variety of Plans and Benefits Offered— 
Rates Charged—Has Service 
Features 





James F. Egan, formerly in charge of 
the monthly premium department of 
the Equitable Life Assurance Society 
and previously a national officer of the 
Modern Woodmen, has completed plans 
for launching the National Service Life 
Society, which aims to combine fea- 
tures of old line and fraternal life in- 
surance. The society is awaiting an 
approval of its plan by the New York 
Insurance Department which is now 
making an examination. 

Local Clubs as Basis 

The basis of the plan is local “clubs.” 
These organizations may be of any 
character, only providing they are not 
in conflict with the law and may be 
composed of either men or women or 
both. Men and women are insured on 
the same basis, with individual selec- 
tion of the plan desired and the amount 
of insurance. There is a medical ex- 
amination in each case and individual 
policies. The minimum number of 
members required is ten, and the secre- 
tary acts as the agent of the society 
and is paid a small collection allow- 
ance. 

The society will operate on the basis 
of the American Experience Table and 
4 per cent. interest and offers the fol- 
lowing plans. 

Plans Offered 

Combined life, sick and accident, 
paid-up and cash benefit insurance at 
$1 and up per month: For flat rates 
of $1 and up per month, the society 
provides the following (illustrations are 
for $1 and $2 per month); 


(a) $500 life insurance, with all values, be- 
coming a full paid insurance after a period of 
years, or becoming a benefit, to be paid in 
full at age 70. 

(b) Or, $250 life insurance, with all values 
becoming a full paid insurance after a perio 
of years; or, becoming a benefit, to be paid in 
full at age 70; providing, also, for west sick 
and accident benefits. 

For a premium of $2 per month, the 
society provides the following: 

(a) $1,000 life insurance, with all values, be- 
coming a full paid insurance after a period of 
years, or becoming a benefit, to be paid in full 
at age 70. 

(b) Or, $500 life insurance, with all value 
becoming a full paid insurance after a peri 
of years, or geen a benefit, to be paid in 
full at age 70; providing, also, for weekly sic 
and accident benefits, double the amount o 
that provided for $1.00 per month, 

Besides the foregoing the society pro- 
vides the following standard forms: 

Whole life; whole life, regular pay- 
ments during 10, 15 or 20 years only; 
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five year term, convertible to other 
standard forms; insurance on the year- 
ly renewable term, or current cost, 
plan; disability insurance, due to sick- 
ness, accident, old age or other causes; 
insurance on the 5-year current cost 
step-up rate plan, the rate. changing 
every five years. 

Mother’s insurance, 
benefit. 

Old age benefit insurance. A benefit 
for life after age 70, to be paid monthly, 
or as directed, quarterly, semi-annually 
or annually. Face of certificate to ben- 
eficiary in the event of prior death. 

Funeral benefit insurance. The 3o0- 
ciety hereunder settles all funeral ex: 
penses up to limit fixed in certificate, 
paying any balance to beneficiary. 

Features Explained 

D. T. Degnan, acting secretary of the 
society, explained the features of the 
plan as follows: 

Members may pay rates. weekly, 
monthly, quarterly, semi-annually or an- 
nually, and may change from one plan 
of payment to another at will and with- 
out expense. Only in the case of week- 
ly payments is an extra charge made. 
Monthly, quarterly and semi-annual 
rates are mathematical equivalents of 
the annual rate. The usual practice is 
to charge 4 per cent. more if rates are 
paid semi-annually; 6 per cent. if paid 
, quarterly; and but one of the New York 
companies permits monthly payments, 
and it charges 10 per cent. more than 
the annual premium for this privilege 

The insurance is incontestable for 
any cause whatsoever, except non-pay- 
ment of rates, after one year. 

A form of sight draft is made a part 
of each policy and provides for the pay- 
ment of an immediate cash benefit of 
$100 upon the death of the member. 
This is paid at once and without condi- 
tion. Beneficiary simply signs and 
cashes draft at nearest bank if ready 
money is needed. 

Additional Benefits Planned 

The society will bury its members, 
defraying all expenses and making no 
charge for its services, but deducting 
the expense incurred from the proceeds 
of the insurance. This is done upon 
written instruction from the member 
prior to his death or upon written re- 
quest of beneficiary. 

There are the usual provisions for 
cash, paid-up and extended insurance 
values. 

There are the usual provisions for 
complete “participation” of members in 
all earnings or savings of the society. 
These are distributed annually at the 
close of each year (dividends). The 
guarantee is given that absolutely all 
earnings will be distributed-to the mem- 
bers each year. 

No restrictions as to residence, travel 
or occupation of member after the first 
year. 

Our contracts of insurance are exempt 
from legal execution for any cause 
whatsoever. The proceeds in every 
case are paid to beneficiary, and no 
process of law can be instituted to pre- 
vent this. 

Insurance becomes effective for the 
full amount at once upon delivery of 
policy. 

All expenses of medical examination 
met by our society. 

No local club dues or membership 
fees. 

Members are given the usual 30 days 
in the payment of premiums and then 
60 days more within which to effect re- 
instatement without medical examina- 
tion or charge for interest. 

Premiums and Expenses 

Premiums for insurance decrease as 
the amount of insurance increases. 
The rate for $2,000 whole life, for in- 
stance, is $2.40 per year less pro rata 
than the rate for $1,000. The larger the 
amount of insurance carried, the less 
the “overhead” for expense purposes. 

The society guarantees the lowest 
charge for expenses of management. 
The expense charge in no case is in ex- 
cess of $1.80 per year per $1,000, and 
less than that as insurance increases. 
The average constant charge for ex- 
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penses is about $8 per $1,000, and the 
average fraternal society charges $2.35 
as against our $1.80. 

The society provides total and per- 
manent disability benefits, and mater- 
nity benefits for sickness incident to 
childbirth in the case of woman mem- 
bers. These clauses are provided for 
the payment of extra rates. 

Where an organization is enrolled by 
the society, the secretary of the organ- 
ization becomes the society’s legal agent 
and is paid by the society for collect- 
ing and remitting premiums. 

The society will write whole life, 10, 
15 and 20 pay life and current cost in- 
surance, sickness and accident and en- 
dowment or old age (pension) insur- 
ance, beside several other forms. 

The society’s consulting actuary is 
Miles M. Dawson. 


Monthly Insurance Rates 
Following are given the rates on 
whole life and twenty payment life for 
five year periods. From this rate is de- 
ducted by the local secretary 25 cents 


per month for local club dues so that 
the premium as given is reduced by 
that much. 


The quarterly rate is three times, 


the semi-annual rate six times, and 
the annual rate twelve times the 
amount of the monthly rate. 
Whole Life 
Age $250 $500 $1000 $1500 $2000 $3000 
20 .68 95 1.50 2.18 2.80 4.00 
25 71 1.02 1.64 2.39 3.08 4.42 
30 .76 1.11 1.82 2.66 3.44 4.96 
35 81 1.23 2.05 3.01 3.90 5.65 
40 89 1.39 2.37 3.49 4.54 6.61 
45 1.00 1.60 2.80 4.13 5.40 7.90 
50 1.15 1.90 3.40 5.03 6.60 9.70 
55 1.35 2.31 4.23 6.26 8.26 12.16 
60 1.65 2.89 5.38 8.00 10.56 15.64 
Twenty Years 

Age $250 $500 $1000 $1500 $2000 $3000 
20 81 1.22 2.03 2.98 4.86 5.59 
25 84 1.30 2.18 3.21 4.16 6.04 
30 89 1.39 2.37 3.49 4.54 6.61 
35 95 1.52 2.62 3.87 5.04 7.36 
40 1.038 1.67 2.92 4.33 5.64 8.26 

















“The Company for Men who Want toGrow” | 


ESTABLISHED 1860 


THE GERMANIA LIFE | 
INSURANCE COMPANY 


OF NEW YORK 








Two good openings in splendid 
territory for men with good records 











For Particulars Address 


T. LOUIS HANSEN, Superintendent of Agencies 
50 Union Square, New York, N. Y. 





























45 1.13 1.87 3.32 4.92 6.44 9.46 
50 1.26 2.14 3.86 5.73 7.52 11.08 
55 1.44 2.50 4.59 6.84 8.94 13.27 
60 1.70 3.01 5.62 8.37 11.04 16.36 


Who is Back of the Society 


James F. Egan is president of the so- 
ciety, Dominic T. Degnan, acting secre- 
tary and Edward S. Osborne, city comp- 
troller of Rochester, N. Y., acting treas- 
urer. Among the directors are Joseph 
W. Cody, Daniel A. Golden, head of the 
claims department of the Workmen’s 
Compensation Bureau, John G. Hock, 
J. J. McCullum and Joseph McCann. 
The head office of the society will be 
located in Rochester. 





“RUSH DELIVERY” SERVICE 





By Attaching Slip Equitable Society 
Agents Can Get Special Attention 
to Applications 





To aid agents in delivering policies 
and converting written business into 
paid business, the Equitable Life As- 
furance Society has a system of “rush 
delivery” slips, which when attached to 
applications secure special attention at 
the home office. The slip reads: 

TO THE REPRESENTATIVE OF THE 
EQUITABLE TO WHOM THE AC- 
COMPANYING POLICY IS FOR- 
WARDED FOR DELIVERY: 

See to it that this policy is delivered 
without delay. 

You may have other work to do of 
more immediate importance to YOU, 
ibut no insurance policy gives protec- 
tion until the contract has been com- 
pleted, and delay on your part may 
mean the difference between hardship 
ard comfort for the beneficiary. 

If the insurance were for the protec 
tion of a building, the owner would be 
in great anxiety until the risk had been 
covered, but the loss of an uninsured 
building leaves the earning power of 
the owner unimpaired, whereas an un- 
expected accident, or impairment of 
health, might mean irreparable injury 
or permanent disaster in the case of an 
uncompleted life insurance contract. 





REPORT ON FRATERNALS 





Summary of Condition at Close of 1915 
as Shown By Insurance 
Department 





A summary of the business of the 
fraternal benefit organizations in New 
York for 1915 as shown in Part IV. of 
the report of Superintendent of Insur- 
ance Jesse S. Phillips, which has just 
been issued, is as follows: 


Fraternal Beneficiary Orders 





1915 Increase 
eee $ 157,251,929 $10,901,913 
Liabilities .. 24,512,045 2,754,831 
IED cnctccupeitinmbedtine 89,417,873 1,724,214 
Disbursements .......... 78,011,473 3,137,817 
Insurance in force..... 6,459,607 ,002 78,961,593 


In connection with the above stated 
“liabilities” of the fraternal orders, at- 
tention is called to the fact that at the 
present time they are not required to 
carry any statutory policy reserve in 
heir annua] statements. 

The Assessment Life and Accident 
Associations’ figures show but slight 
differences as between 1914 and 1915. 
The insurance in force on December 
31st last was $91,633,338. 

The issue of Part IV. closes the de- 
partment report so far as it covers the 
financial operations and condition, as 
shown by the audited annual state- 
ments of each of the various classes of 
insurance corporation reporting to it 
of which there are approximately seven 
hundred. 

Part V., the miscellaneous volume of 
the report, now on the press, will, as 
usual, contain abstracts of reports of 
all examinations of companies made by 
the department during the year ending 
June 30, 1916, Court of Appeals’ de- 
cisions, amendments of 1916 to the in- 
surance law, circular of fees and taxes 
charged insurance corporations by the 
different States, and other matters of 
general interest to the insuring public. 
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Prudential Reaching 
Limit of Business 


SENDS NOTICE TO AGENTS ON 
PAYMENTS 


Premiums Must Be Settled for Within 
Thirty-one Days or Policies 
Cancelled 





The Prudential is sending to all of 
its agents notice to the effect that as 
the total amount of ordinary paid-for 
new business already issued in 1916 is 
approaching the amount which the 
Company is permitted to write under 
Section 96 of the New York law, the 
following changes will be made in the 
limit of time allowed in placing new 
business: 

1. Such policies as may be issued 
during the remainder of the present 
year must be placed and the premiums 
reported paid within thirty-one days 
after issue, or the policy must be can- 
celled as “not taken” and returned to 
the home office. 

2. Policies already issued and not 
paid for, on which the former limit 
would carry the time beyond thirty-one 
days from the date of this letter, must 
be reported either paid or canceled with- 
in the said thirty-one days. 

Why Policies Must Be Cancelled 

Secretary Willard J. Hamilton says 
in his communication: 

“You will all appreciate the fact that 
these changes are made for the purpose 
of enabling the Company to issue, in 
your behalf, as nearly as possible the 
maximum amount of business permit- 
ted under the law. 

“When the total new business paid 
for, plus the new business outstanding 
but not paid for reaches the amount 
the Company may issue under the law, 
no more applications can be approved 
for the year 1916, except to replace 
such business as may be reported as 
‘not taken.’ You will readily under- 
stand, therefore, that any outstanding 
unpaid business that is likely to be re- 
turned as ‘not taken’ will be keeping 
a corresponding amount of other in- 
surance from being issued. 

“Every effort should be made, there- 
fore, to place new business as prompt- 
ly as possible after the policy has been 
received in the home office, but in any 
case where it is evident that the policy 
cannot be placed it should be immedi- 
ately returned for cancellation.” 





WORTH THREE TIMES THE FACE 


Interesting Exhibits on Old Policies on 
Which Dividends Have 
Accumulated 





The results shown on the policies of 
some of the older companies are re- 
markable exhibits that any agent could 
profitably show to prospects as indi- 
cating the possibilities of life insur- 
ance under given conditions. Several 
such exhibits furnished by the Mutual 
Life are given below. By allowing the 
dividends to accumulate, some old 
policies have increased three times 
over the original amount insured for. 

Insured, John C. Reeve, of Cleveland, Ohio. 
Policy issued July 23, 1849; Life Plan. 

Original insurance 
Dividend additions to credit of policy.. 


500.00 
1,023.00 





Total amount of insurance in force...$1,523.00 

68 Annual Premiums paid—$656.20. 

Insured, Chas. A. Maison, of Stapleton, N. 
Y. Policy issued September 26, 1853; Life Plan. 
GEOG! TREETENES. cicccescsecvecsssstsoed 000.00 
Dividend additions to credit of policy.. 5,709.00 





Total amount of insurance in force..$8,709.00 
63 Annual Premiums paid—$4,297.86. 
Insured, Pardon A. Macomber, of New Bed- 


ford, Mass. Policy issued December 18, 1854; 
Life Plan. 
CONMNED SRNNNRNOS 5c ccdscss0saseedeuses 500.00 


rig $2. 
Dividend additions to credit of policy.. 1,963.00 


Total amount of insurance in force...$4,463.00 


62 Annual Premiums paid...... 582.92 
Less cash value of dividends. 821.05 
Net amount of premiums paid...... ++0$1,761,87 


TO HAVE LARGEST LABORATORY 





Life Extension Institute Acquires Prac- 
titioners’ Organization—H. A. Ley 
Elected President 





At a meeting of the board of direc- 
ters of the Life Extension Institute, 
Harold A. Ley, who originated the idea 
oi the Institute, was. elected president 
succeeding E. E. Rittenhouse. Mr. 
Rittenhouse, as previously announced, 
has returned to the Equitable Life As- 
surance Society as commissioner in 
charge of the conservation work. Mr. 
Ley is head of the largest contracting 
firm in New England. 

Dr. Eugene L. Fisk continues as vice- 
president and medical director and J. 
L. Lennehan was re-elected as secre- 
tary. Ex-President Taft continues as 
chairman of the board. 

The Institute has just taken over the 
Practitioners’ Laboratory, an organiza- 
tion that has for a number of years 
been doing laboratory work for physt- 
cians in New York and vicinity. This 
is regarded as an important step which 
will greatly increase the facilities and 
opportunities of the Institute. This is 
the largest laboratory of the kind in 
the country. 


CLAIMS MANAGER DIES 





David L. Buckman, Manager of Metro- 
politan Claims Division, Was With 
Company 30 Years 





David Lear Buckman, for many years 
manager of the claims division of the 
Metropolitan Life, died suddenly last 
week in the Long Island College Hospi- 
tai. 

Mr. Buckman was born in New York 
in 1856. He became a reporter on the 
Brooklyn Times in the early ’80s and 
meantime studied law in the Law 
School of Columbia University. He 
continued in the newspaper work after 
graduating from the law school, became 
Albany correspondent of the Times, 
and as political reporter covered the 
National convention when Roscoe Conk- 
ling made his great speech on Grant. 

After entering law practice Mr. Buck- 
man came under the notice of Joseph 
F. Knapp, then president of the Metro- 
politan Life, and they became fast 
friends. At the request of Mr. Knapp, 
Mr. Buckman entered the service of the 
Metropolitan in the investigating de- 
partment, and later he was made head 
cf the claims division. 

He was 60 years old and is survived 
by Mrs. Buckman, a daughter, Helen, 
and a brother, Erwin Dwight Buckman 
cf Brooklyn. 





REACHES ITS LIMIT 

The first of the companies to reach 
its limit for the year in ordinary writ- 
ings is the Metropolitan. It arrived at 
the maximum writings at the end of 
lest week. 

CONTEST ON FOR FELL CUP 

The second period of the contest for 
the “Efficiency Cup” offered by T. R. 
Fell, manager at New York for the 
Massachusetts Mutual Life to his 
agents, is now in progress. The agent 
who wins the cup twice keeps it. Alex- 
ander Cowen won it for the first time 
and he now leads for the second period 
of the contest which will close Novem- 
ber 22. 





WANTS $100,000 DAMAGES 

L. O. H. Everhard, president of the 
Superior Life, of Chicago, has sued 
William H. Hunt and the Cleveland 
Life for $100,000 instead of $25,000 
each, as he at first intended to do. This 
is the action alleging libel brought af- 
ter the circularization of the Hunt let- 
ter, entitled “Wicked Insurance Com- 
pany Promcters.” 





Max Spiegel, formerly of Provident 
Life, Chicago, is organizing a new life 
company which it is said will be called 
The Hercules Life, 


Experience Under 
Disability Feature 


SIGNIFICANCE OF FIGURES FOR 
SIX YEARS 








Claims Since 1910 Total 390—First 
One-tenth Installment Paid 
on Fifty 


Since the introduction of disability 
benefits in their various forms into life 
insurance contracts, there has been 
much speculation as to the experience 
the companies would have on this fea- 
ture. Many conservative companies and 
some prominent actuaries have held 
the opinion that the words “perma- 
nent and total disability” used in most 
of these clauses reduced to the mini- 
mum the chances of liability and, con- 
versely, reduced to the minimum the 
value of the clause as an additional 
benefit under the contract. 

In view of these opinions much in- 
terest attaches to figures prepared by 
the New York Life giving the experi- 
ence of the Company under its waiver 
of premium and disability benefits. 
Since 1910 when this feature was in- 
corporated in its policies, there have 
been 390 claims approved involving 
waiver of premium and disability ben- 
efits. They include practically every 
plan of insurance the Company issues 
and practically every age at issue. 
Some of the insured became disabled 
very soon; even in so short a time as 
within the first year after they took 
the insurance; some in the second year. 

The number of claims and the causes 
of disability follow: 


Cause Cases 
(oo. 165 
it cecteegnndensiwkas 102 
ree eer ere 28 
 rknkc whence ewe eae 21 
Cancers and Tumors .......... 18 
Other causes, such as Rheuma- 

tism, Heart Trouble, Blind- 
ness, Goitre, Diabetes, etc. 56 
aa eee 390 


In over 50 of these cases the New 
York Life has already paid the first in- 
stallment of one-tenth of the sum in- 
sured. 





THE WASHINGTON CONFERENCE 





Many Insurance Men to be Represented 
at Social Insurance Meeting 
Next Month 





Among the insurance men who will 
participate in the Social Insurance Con- 
ference of Washington, December 5-9, 
are the following: 

William A. Day, Equitable; Lee K. 
Frankel, Metropolitan Life; Albert W. 
Whitney, National Workmen’s Com- 
pensation Service Bureau; J. Scofield 
Rowe, Aetna Life; Edson S. Lott, 
United States Casualty; Walter S. 
Bucklin, Massachusetts Employes In- 
surance Association; F. Spencer Bald- 
win, New York State Fund; Walter G. 
Cowles, Travelers; Leon S. Senior, 
Compensation Inspection Rating Board; 
Frederick L. Hoffman, The Prudential; 
Abb Landis; W. G. Curtis, National 
Casualty, and Miles M. Dawson. 





MET. STAFF SAVINGS FUND. 

During the nine months ending Sep- 
tember, 1,729 new accounts were opened 
in the Metropolitan’s staff savings fund 
and 1,381 were closed. The deposits 
received amounted to $275,052.57. The 
amount paid on accounts closed was 
$178,790.79 showing an increase in the 
fund of $96,261.78. On the seventy 
accounts closed by reason of physical 
incapacity or death of the members, 
$24,009.31 had been received, on which 
the Company paid to the depositors or 
their representatives $43,412.39 which 
was over $19,000 more than the sum 
received. The total funds to the credit 
of the 9,423 members, amounted to 
$3,272,695.50. 


HUNT—VAN FLEET 





President of Cleveland Life Answers 
Interview of President of American 
Mutual Life 





William H. Hunt, president of the 
Cleveland Life, has written a letter to 
The Eastern Underwriter, answering 
the interview of George W. F. Van 
Fleet, promoter of the American Mu- 
tual Life, printed in this paper last 
week. He said in part: 

“Mr. Van Fleet was employed by me 
to undertake a special work in the 
agency department of the Cleveland 
Life which was to create new organi- 
zations in undeveloped territory. He at 
no time had a hand in the management 
or general affairs of the Company. For 
three months he gave me reports of al- 
leged progress being made by him in 
development of new agencies.” 

Continuing, Mr. Hunt denies that the 
constructive work was completed, ad- 
ding, “I demanded and received his 
resignation.” 

During the week Mr. Hunt also made 
another attack upon the Superior Life. 


HIGHER AVERAGE POLICY 








For First Six Months of 1916 Travelers 
Policies Are For $2,864 Each— 
Prosperity Indicated 





The Travelers increased the number 
vt policies written during the first nine 
months of 1916 over the number issued 
curing a similar period for 1915, paid 
for basis, by 43 per cent. This has 
been accompanied by an increase in 
the amount of the average policy from 
$2,698 to 2,864, a gain of $166 or over 
6 per cent. 

This showing is interesting because 
the usual tendency that has followed a 
considerable increase in the number of 
pelicies issued has been towards a de- 
crease in the amount, for the increase 
in the number of policies is apt to be 
in policies involving small amounts. 

The present great prosperity is in- 
ducing many men to purchase insur- 
ance, and a considerable number to 
purchase larger policies. In addition, 
the agents of the Company are un- 
dcubtedly soliciting for larger amounts 
of insurance. 


HAS 31 ON EXECUTIVE STAFF 








Metropolitan Life Leads in Number of 
Officers—New Assistant 
Secretary Named 





The Metropolitan Life now has 31 
officers, including the comptroller and 
auditor, on its executive staff. At the 
meeting of the board of directors last 
week, Edwin Powelson, for more than 
30 years with the Company, was made 
assistant secretary, a new office being 
created for Mr. Powelson, who has 
risen from the ranks. The Metropoli- 
tan now has five assistant secretaries 
in different divisions. 





H. M. Baine, of Waco, Tex., is or- 
ganizing a company in Des Moines, 
which will have $1,000,000 capital and 
$1,000,300 surplus, he says. 





O. E. Andrews, Inc., has been formed 
:a Jersey City to carry on an insurance 
and real estate business. The capital 
stock is $25,000, of which $1,000 has 
been paid in. 
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COURT FIGURES GOOD WILL 


COMMENTS OF SUR’G’TE FOWLER 





An Opinion of Interest to Men Inter- 
ested in Valuations of Business 
Concerns 





Many insurance men will be inter- 
ested in an opinion delivered by Sur- 
rogate Fowler, of New York, and 
reported in the “Law Journal” of this 
city this week, in which the Surrogate 
discusses the question of good will. 
Good will is one of the most intangible 
assets, and there are a great many 
ways of figuring it. Recently the ques- 
tion has caused considerable stir in 
life insurance, particularly among pro- 
ducers of business or co-partnership 
insurance. 


Opinion of Surrogate 


The opinion of Surrogate Fowler was 
made in the estate of Charles M. 
Moore, the point at issue being the 
value of some shares of stock in Tif- 
fany & Co. The opinion follows: 

The executor of decedent’s estate 
contends that the appraiser erred in 
his valuation of fifty shares of the 
stock of Tiffany & Company held by 
the decedent at the time of his death. 
The par value of this stock is $1,000 a 
share, and the appraiser reported that 
its market value at the date of deced- 
ent’s death was $7,683.45 per share. 
The stock is not customarily bought 
and sold in the open market. The sale 
of three shares in 1914, at an average 
price of $5,570 a share, cannot be ac- 
cepted as the clear market value of the 
stock on the 30th of March, 1914, the 
date of decedent’s death, as the record 
floes not show the circumstances under 
which the sale of these shares was 
mad». The appraiser, therefore, was 
forced to rely upon the statement of 
assets and liabilities of the company in 
ascertaining the value of the stock. In 
this statement the company claims 
that the sum of $2,300,000 should be 
deducted from the assets as a reserve 
fund. The appraiser allowed a deduc- 
tion of $2,102,463.48 as a reserve 
against depreciation and refused to 
allow the other deduction. The value 
of the assets represented the cost 
price of the goods purchased by the 
company, plus the expenditures made 
for labor in preparing them for sale. 
The reserve for depreciation repre- 
sented the amount which the company 
considered reasonable as a_ reserve 
fund, in view of the fact that the goods 
sold by the company consist almost 
exclusively of luxuries. Nothing is 
more fickle than fashion and the taste 
in luxuries. The design or style of 
many of the most costly articles may 
suddenly become obsolete and neces- 
sitate the employment of considerable 
labor and expense in making such 
articles conform to the fashionable or 
popular taste for the time being. This 
reserve for depreciation is therefore 
a reasonable deduction from the assets 
of the company, but for the purpose of 
ascertaining the value of the stock the 
reserve maintained against possible 
loss by theft, smoke, etc., should not 
be deducted, as this is a reserve for 
contingencies which may never hap- 
pen, and no evidence was submitted to 
the appraiser to show that the com- 
pany had ever lost any of the amount 
reserved for such contingencies. The 
appraiser, therefore, was correct in re- 
fusing to deduct this special reserve of 
$2,300,000 from the assets of the com- 
pany. 

The appraiser ascertained the value 
of the good will by deducting interest 
at the rate of 6 per cent. per annum 
on the capital employed by the com- 
pany in its business from the average 
annual net profits of the business and 
multiplying the difference by ten. This 
gave the value of the good will as $1,- 
507,922.40. No exception was taken to 


the amount which the appraiser adopted 
as the average annual net profits, but 
it is contended that the value of the 
good will should be ascertained by 
multiplying the average net profit by 
three or five instead of ten, the latter 
being the figure used by the appraiser, 
The cases in this country are not 
uniform in regard to the number of 
years’ purchase by which the average 
annual net profits may be multiplied 
for the purpose of determining the 
value of the good will. Most of the 
American cases adopt a period ranging 
from two to six years, the number be- 
ing dependent upon the nature of the 
business, the length of time during 
which it has been established at a 
particular place and the extent to 
which it is known to the public. Tif- 
fany & Company has an enviable in- 
ternational reputation as a craftsman 
and tradesman; it has been established 
in New York City for more than sixty 
years. If six years’ purchase of the 
average annual net profits was con- 
sidered not an unreasonable value of 
the good will in a case where the ques- 
tion of good will related to the name 
under which a number of candy stores 
were conducted (Von Au vs. Magen- 
heimer, 126 App. Div., 257) it would 
seem that the good will of a company 
having the prominence, the perman- 
ency and the established reputation of 
Tiffany & Company should be worth at 
least ten years’ purchase of the annual 
net profits. It seems to me, therefore, 
that the finding of the appraiser was 
not against the weight of evidence, and 
was not so manifestly incorrect as 
would warrant the court in modifying 
or rejecting it. The State comptroller 
has conceded the validity of the other 
objections raised by the notice of ap- 
peal, and an order may be entered 
modifying the order fixing tax in ac- 
cordance with the objections raised by 
points 3 and 4 of the executor’s notice 
of appeal. Settle order on notice. 





SOUTHWESTERN LIFE MEETING 





Successful Agency Convention—Day in 


Honor of A. C. Bigger, 
Superintendent 





The Southwestern Life of Dallas has 
just concluded a most successful agency 
convention. The address of welcome 
was delivered by A. C. Bigger, super- 
intendent of agents, who also talked on 
“Salesmanship.” The opening day hav- 
ing been designated “Bigger Day,” the 
agents attending brought in $231,000 
of new business in his honor. Mr. 
Bigger was followed by T. W. Vardell, 
president, who gave a most interest- 
ing talk on “Life Insurance in Gen- 
eral,” and particularly expressed his 
appreciation and that of the Company 
fer the splendid volume of business, 
nearing the $10,000,000 mark, written 
since January 1, 1916. L. M. Cathles, 
secretary and actuary of the Com- 
pany, delivered an instructive talk on 
“Efficiency in Life Insurance Sales- 
manship.” Then followed a short talk by 
Dr. Whitfield Harral, M. D., medical di- 
rector of the Company, on the “Physical 
Risk” phase of soliciting and writing 
life insurance. Selection of risks from 
outward appearances, etc., into which 
a very clever line of statistics show- 
ing percentages of rejections accord- 
ing to number of applications and vol- 
ume of business produced by the va- 
rious agents was introduced. 


Talk Salesmanship 


Talks on “Salesmanship” were deliv- 
ered at a lunch in the Southland Hotel. 
G. W. Thomasson, representing the 
“Buy It Made In Texas” Association, 
of Dallas, discussed “Salesmanship 
Service.” R. L. Ray, of McKinney, told 
in an interesting way how he adver- 
tised his agency for the Southwestern 
Life in his district. A speech on the 
‘Dignity of Life Insurance” was deliv- 
ered by Rev. J. Warren Bates, of Port 
Arthur, Texas, who has recently en- 





W.D. Wyman, President 


Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 

Inc. 1851 

New policies with modern provisions 
W.S. Weld, Supt. of Agencies 


Attractive literature 








Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











tered the life insurance field. During 
the afternoon, the visiting ladies were 
given a_ theatre party, automobile 
rides, and in the evening about 200 
persons attended the annual banquet 
in the Adolphus Hotel. Speakers on 
tke program were as follows: 
Invocation, Dr. W. H. Greenburg; 
Welcome to Dallas, Hon. Barry Miller; 
“He That Provideth Not For His Own 
is Worse Than an Infidel,” Rev. Chas. 


Clingman; “State Supervision,” B. 
Werkenthin, Actuary, Department of 
Insurance, Austin; “Life Insurance 
fiom the Policyholder’s Viewpoint,” 


Jno. R. Babcock, representing Dallas 
Chamber of Commerce; “Legal Phases 
of Life Insurance,” Judge J. E. Cock- 
rell. 

T. W. Vardell, toastmaster, awarded 
the various club prizes for the year’s 
work. 


Meeting of the Southwestern Life 
Club Members 


The meeting of the Southwestern 
Life Club—the $200,000 Class, the 
$100,000 Class and the $50,000 Class— 
was held Friday morning at the home 
office of the Company. Messrs. W. H. 
Street and W. R. Duke gave an excep- 
tionally well executed personal sketch 
of their method of selling a very ob- 
stinate prospect in which many of the 
stiff rebuffs and clever retorts which 
the average life insurance salesman 
meets every day were introduced and 
kept the crowd roaring with laughter. 
Then followed a like interview on 
“Business Insurance,” by Alston 
Gowdy, of Dallas and George Williams, 
of Amarillo. 





AUTOMOBILES FOR PRIZES 


The Reliance Life of Pittsburgh has 
started a contest which will continue 
until midnight December 13. The Com- 
pany expects to pay for $10,000,00) 
during November and December. Two 
of the prizes will be automobiles. 





PAID FOR 110 CASES 


The Joseph D. Bookstaver general 
agency of the Travelers, paid in Octo- 
ber four $50,000 cases, one $17,000, three 
$10,000, twelve $5,000, one $4,000, five 
$3,000, three $2,500, fourteen $2,000, four 
$1,500, fifty-four $1,000, and nine $500, 
making a total of 110 cases paid for and 
approximately a half million of busi- 
ness. This does not include the last 
three days of the month. 


NO SINECURE 


Just a regular job for a regular 
man who has made good, is mak- 
ing good, but who wants more 
latitude—a place to show what 
he can do with a free hand. Per- 
haps you know such a fellow; if 
so, tell him to write us to-day. 
Thank you! 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 
W. C. BALDWIN 
President 


HOWARD S. SUTPHEN 
Vice-President & Manager of Agencies 








The 


Perfect Protection Policy 


OF THE 
RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 
pects. Gives you a chance to earn 
more money than you are now 
making. 

Our Life Insurance Contracts con- 
tain the most up to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company 

of Pittsburgh =__ 
FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 








Live OPPORTUNITIES are OPEN 
for AGENTS who CAN DELIVER 


Men capable not only of writing 
applications but of collecting the 
premiums, are always welcome to 
our forces and can be advanta- 
geously placed. 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 


7 W. Madison St., Chicago, Ill. 











THE CONSOLIDATED 
INVESTMENT COMPANY 


909-910 Finance Building, Philadelphia, Pa. 
WILL BUY Stock of any going In- 


surance Company. 


WILL BUY and pay more for De- 
ferred Dividend Policies within 
five years of maturity than the 
Companies will. 

And at times has For Sale at Attractive 
Prices Securities suitable for 

Insurance Companies 
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EACH OFFICER HAS DUTIES 


ONE CAN’T PERFORM FOR OTHER 





Interesting Decision Regarding Assess- 
ment Officials—Law Does Not 
Favor Forfeitures 





Three points brought out in the case 
of Zender vs. Detroit Lodge of Royal 
Arcanum are (1) Rules for assess- 
ments must be strictly followed or as- 
sessments are void; (2) President’s du- 
ties cannot be performed by secretary; 
(3) Law does not favor forfeitures. 
The by-laws provided that 

Upon the death of any member 
in good standing in the mortuary 
and general funds of this lodge, 
his beneficiary as named on the 
certificate, shall receive the amount 
of $1 from each member in good 
standing at the time of his death. 

Order Denied Liability 

The order denied liability on the 
ground that the member lapsed assess- 
ment 18, notice of which was not given 
strictly in accordance with by-laws, 
which, briefly stated, provided that the 
president shall at the next meeting 
following the death of a member in 
good standing, give written notice to 
the secretary of an assessment of $1 
upon each member, and that any mem- 
ber neglecting to pay such an assess- 
ment within 30 days after notice, 
stands then and there suspended, bur 
may be reinstated if in good health. 

The president did not give the re- 
quired notice in writing, but the secre- 
tary sent out notice of assessment as 
soon as he learned of the death. There 
was a lodge meeting two days before 
the death of the member, at which the 
secretary was directed to send out no- 
tices, though the identical notices had 
been sent out by him nearly six weeks 
before and more than 30 days before 
the death of the member. On this 
point the Supreme Court of Michigan, 
in sustaining the lower court in its 
judgment for the beneficiary, says in 
part: 

Even though the first attempt 
to assess should be regarded as 
valid, this action on July 11 by the 
lodge must be regarded as an ex- 
tension of the time in which the 
assessment could be paid. Upon 
either view the tendering of pay- 
ment of the assessment on August 
1 on behalf of the insured, was in 
season to prevent default * * * 

Whenever it is possible by a 
reasonable construct to prevent a 
forfeiture of an insurance policy, 
and thereby preserve the equitable 
rights of the holder, it should be 


done. Minor v. Mutual Benefit As- 
sociation, 63 Mich. 338. Judgment 
affirmed. 


OTHER FRATERNAL DECISIONS 





Change of Beneficiary Must Be Accord- 
ing to By-Laws—A Ruling 
About Dropsy 





In Ladies Auxiliary of Hibernians v. 
Flannigan the Supreme Court of Michi- 
gan ruled that change of beneficiary 
must be strictly in accord with by-laws. 
Also, that common law rules of de- 
scent will not overcome an unexecuted 
intention to change a _ beneficiary. 

In Weisguth v. Supreme Tribe of Ben 
Hur it was decided that where previous 
illness and medical attendance are 
disclosed to medical examiner who fills 
out the application and does not record 
the facts the society waives the de- 
fense as to unrecorded facts. The court 
also decided that “tapping” recorded 
in application jis sufficient to advise 
medical examiner of dropsy. 

The Century Life has been incorpor- 
ated at Ind‘anapolis, Ind., with a capi- 
tal of $200,000, to do an insurance 
business. The directors of the Com- 
pany are B. E. Marshall, Edward M, 
White and A. G. Cavins. 
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Pan-American Life Insurance Company 


New Orleans, Louisiana 


Cc. H. ELLIS E. G. SIMMONS 
President Vice-Pres. and Genl. Mgr. 
OUR RECORD 
Insurance in force ............ (over) $40,000,000.00 
Total Resources .............. (over) 5,250,000.00 


The recent merger of the Meridian Life with the Pan-American Life has opened up several 
rich and important territories in the South and North Central section, which will be 
assigned to Managers capable of handling and inspiring an agency organization of high- 
grade men. A rare opportunity to ambitious men to establish themselves in an inde- 
pendent and permanently profitable business. 


Address E. G. SIMMONS, Vice-President and General Manager 
Whitney Central Bank Building 
NEW ORLEANS, LOUISIANA 








OCT. 16th 


TWENTIETH ANNIVERSARY 


Total and Permanent Disability Provision 
ORIGINATED BY 


The Fidelity Mutual Life 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 











Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CoO. 
By the State of Texas, June 28, 1915 

“Tt is noteworthy that this Company was organized without any promotion expenses.”” 

“I beg to report further that I find the Company in excellent financial condition.” 

‘The volume of its business has steadily increased, its surplus is growing rapidly and 

its funds are being carefully conserved under expert supervision.”’ 


Home Office, DALLAS, TEXAS 











66 Years Old Mutual 


NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 
PART OF THE 1915 RECORD: 


Largest paid-for new business. 

Largest payments to policyholders. 

Largest dividend payments. 

Passed two hundred millions in insurance in force. 
General surplus substantially increased. 

Dividend scale increased fifth time in eight years. 


A good policyholders’ company is a good company for the agent, 
Write to Edward D. Field, Superintendent of Agencies, Montpelier, Vermont 








PART PLAYED BY INSURANCE 


TO BE DISCUSSED IN DECEMBER 


Life Presidents to Hear Review of 
Service to Industrial and Social 
Community 





The dominant note of the tenth anni- 
versary convention of the Association 
of Life Insurance Presidents, to be held 
at the Hotel Astor, New York City, De 
cember 14-15, will be “Patriotism of 
Business.” Robert Lynn Cox, general 
counsel of the association, in discuss- 
ing the coming meeting said this week: 

“The manner in which the institu- 
tion of life insurance is meeting its re- 
sponsibilities to the people, individual- 
ly and collectively, will be discussed in 
connection with the theme ‘A Decade 
of Life Insurance in Relation to Na- 
tional Progress and Preparedness.’ 


Extending Field of Service 
“This meeting will afford an oppor- 
tunity to review the part which life in- 
surance has played in the marvelous 
business, industrial and social progress 


that has marked the last decade of A- 
merican life. The manifold ways in 
which life insurance has extended its 
field of service by anticipating unreal- 
ized needs of the insuring public will 
not be overlooked. Emphasis will be 
placed upon the broader relationships 
of the business—the factors which 
make it an integral part of organized 
society, its capacity for national and 
patriotic service without impairment of 
its protective and economic functions. 

“In considering the increasing public 
responsibilities of the institution of 
life insurance and how to meet them, 
there will be a forward look as to what 
contribution may be expected from it 
to the business and economic prepared- 
ness of the country in the next decade. 
There will be included in this discussion 
the trend of its various investments 
which are so closely allied to the up- 
building of the country; the adaptabil- 
ity of the underwriting side of the busi- 
ness to new economic requirements; 
its co-operation with governmental 
agencies in efforts to increase national 
efficiency through prolongation of hu- 
man life. In connection with this sur- 
vey of the manner in which trustees 
for policyholders are meeting their op- 
portunities and bearing their responsi- 
bilities, consideration will be given to 
the question of whether there is need 
for the State to take over and conduct 
business which is being carried on effi- 
ciently and well under individual ini- 
tiative. 

“Students of national prominence in 
other fields will join with the company 
executives in discussing some of the 
larger problems of national develop- 
ment closely linked with the institu- 
tion of life insurance.” 





ENLIGHTENING A PROSPECT 

“When a prospect tells me he cannot 
afford life insurance because he has a 
mortgage on his farm, rent or taxes 
coming due, or a note to pay at the 
bank, I say: ‘Would the loan company, 
the landlord, the banker pay your fun- 
eral expenses or contribute to the sup- 
port of your family should you be tak- 
en away?’” says a writer in the “John 
Hancock Field.” 

“Of course he answers, ‘No.’ Then I 
ask: ‘Is it not a fact that you are di- 
verting practically all you earn to the 
benefit of your creditors, while your 
family, that depends upon you for sup- 
port, is thrown into the background?’ 
That sets most men to thinking. ‘Isn’t 
it your duty to your family? A man 
should look out for his creditors, of 
course, but surely his family comes 
first. Are you less loving than a mill- 
ion other husbands and fathers who 
are insured in our company”’” 
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ARGUMENT FOR ANNUITIES 


MADE BY ACTUARY D. P. FACKLER 





Argues, Too, For Change in Basis of 
Annuity Reserves From 34%, to 
4 Per Cent. 





David Parks Fackler, the veteran act- 
uary, recently wrote a letter to the Na- 
tional Association of Life Underwrit- 
ers, in which he made an argument 
for more activity in increasing the sale 
of annuities in this country. 

He thought that the National Asso- 
Giation’s members will find annuities 
an important side line to offer in 
many cases where people say that they 
“do not need life insurance,” and might 
be persuaded to assure themselves 
comfort in their old age by buying a 
deferred annuity. ; 

“Our life insurance companies have 
in some degree been prevented from 
pushing the annuity business by the 
fact that they are required to hold re- 
serves therefor upon the same extreme- 
ly conservative basis as for life insur- 
ance, when the least consideration 
shows that this is not necessary. Life 
insurance reserves are very small at 
first; and, though the rate of interest 
at this time may be much higher than 
the legal reserve basis, no one can be 
entirely sure that such will be the case 
a generation hence, when the life re- 
serves for present policies will have 
grown so enormously that a fall in the 
rate of interest would have very appre- 
ciable results. As regards annuities, 
however, the case is entirely the oppo- 
site, for their reserves begin large and 
gradually taper away, so that a drop in 
the rate of interest many years hence 
would have but little effect on the in- 
terest earnings. Then, too, as life pol- 
icies are generally taken at an average 
age of about 35 they may continue two 
or three times as long as does the aver- 
age annuity, which is taken by very 
much older persons. From these two 
causes, the diminishing reserve and 
the shorter duration in the case of an- 
nuities, it is clear that the legal inter- 
est basis for annuities might safely be 
made much nearer present market 
rates, and at least one-half of one per 
cent. higher than for life policies. 

“In most of the companies with 
which your members are connected the 
annuity business is insignificant; but 
one company which does no business 
outside of the United states has, dur- 
ing the last fifteen years, built up an 
annuity business with reserves amount- 
ing to one-tenth of its total reserves, 
which shows that its annuity business 
is fully five times as large in propor- 
tion as that of any other company in 
the United States,” continued Mr. Fack- 
ler. “Though it is not a large com- 
pany, the growth of its life insurance 
business indicates able management. 
In the year 1900, when a little over fif- 
ty years old, it had only $99,000,000 in- 
surance in force, but at the end of 1915 
its new management had over $200,- 
000,000 insurance in force. Is it not 
reasonable to believe that its remark- 
able annuity business aided its insur- 
ance business? 

Change of Reserve Basis 

“If the members of your association 
are impressed with the desirableness 
of being able to push the annuity busi- 
ness as a side line, they should urge 
their companies to obtain from their 
home States a change in the basis of 
annuity reserves from 3% to 4 or even 
4% per cent., so that annuities can be 
issued on an attractive basis and yield 
a more liberal percentage on the in- 
vestment than they now do. If any 
one thinks a 4% basis for annuities 
would be clearly unsafe, I would say 
that Mr. Linton, the associate actu- 
ary of that conservative company, the 
Provident Life and Trust, remarks in 
@ recent article: ‘Practically no well- 
managed American company has ever 
earned a net rate of interest Jess than 


4% per cent. over any extended peri- 
od, and it is almost a certainty that 
this condition, which has continued for 
over half a century, will hold for many 
years to come.’ 

Profit Participation 

“This change in legislation might be 
effective next year, if pressure is 
brought to bear by your members; and, 
in the meantime, they might urge their 
companies to let annuitants participate 
in the profit coming from the business 
owing to the high rate of interest now 
received. In any case, however, busi- 
ness can be obtained under present 
conditions, as is shown by the remark- 
able success of the company instanced 
above. 

“It should be remembered that the 
insurance of women was in disfavor 
until one or two enterprising com- 
ranies began pushing it, and then all 
companies found it a good business; 
and it is reasonable to expect a similar 
experience with annuities.” 





HOW WAR LOSS WAS SETTLED 





Involved Proceedings Required to Get 
Proceeds of Policy to Beneficiary 
in Germany 





How the Mutual Benefit Life suc- 
ceeded in making a settlement under a 
pelicy on the life of a soldier in the 
German army, who was killed in bat- 
tle, is interesting as showing the un- 
usual. method necessary to Overcome 
the difficulties involved and inciden- 
tally it shows strikingly the ready 
adaptability of the American companies 
to any situation and their willingness 
to cut the red tape and carry out the 
spirit of the life insurance contract 
even under great obstacles. 

The policy was a 20-year endowment 
for $1,000 and was issued to the insured, 
Fritz H. Schreiber, in 1910, through the 
New York agency. On the outbreak of 
the war Schreiber returned to Ger- 
many and entered the army. In Au- 
gust, 1914 the Company received a re- 
quest from Schreiber from Germany, 
to change the beneficiary from mother 
tu wife. The policy, however, was not 
enclosed for endorsement in accord- 
ance with the rules of the Company. 
Ir reply to a request Schreiber wrote 
that he would send it at the close of 
the European war, when postal service 
would be more reliable. He was sent 
tc the western front in France, where 
he was killed in battle on February 27, 
1916. 

Involved Proceedings Followed 

Official proofs of death certified by 
tle local American Consul General 
were enclosed, but the policy was not 
sent, owing to fear that it would be in- 
tercepted by belligerent censors. The 
ciaim department replied, suggesting 
that, in view of Schreiber’s request to 
change the beneficiary to his wife, the 
Company preferred to make payment 
of the proceeds of the policy jointly to 
the mother and the wife. With this 
letter was enclosed claimant certifi- 
cates for signature. Three copies of 
the letter were sent by different routes 
in order that one, at least, might reach 
Mrs. Schreiber. Under date of August 
7th very complete statements were 
written by both the mother and the 
wife of the insured, requesting that 
payment be made in full to the wife 
by telegraph. These papers were re- 
ceived at the home office on September 
28, apparently having been brought by 
messenger on some steamer touching 
at Norfolk, Va., where they were 
mailed on September 27. Because of 
the fact that in her letter to the Company 
the insured’s mother stated that she 
had communicated with the Germania 
Life office in Berlin, and that they had 
agreed to take the policy in deposit in 
case the Mutual Benefit would agree 
te make payment against a deposit re- 
ceipt of that company, the claim de- 
partment communicated with the home 
office of the Germania Life in New 
York, with the result that the Mutual 
Benefit concluded to avail itself of the 


offer to assist in having the funds 
reach the beneficiary in Germany as 
early as possible. The Company ac- 
cordingly sent them check for $1,009.08 
(face of the policy, $1,000; final and 
special dividends, $9.08) upon the 
understanding that they would send a 
wireless message to their branch office 


it Berlin authorizing them to pay the 
proceeds of the check in German funds 
(less the expense of wireless mes- 
sages) as soon as there is lodged in the 
Berlin branch office the Mutal Benefit 
policy involved, proceeds to be payable 
to Mrs. Elisabeth Schreiber, widow of 
the insured. 
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The Entering Wedge 


is an all important factor in every agents 
work, for a successful closing is largely 
dependent upon a favorable opening. 


The unique SERVICE rendered 
its policyholders; the great fi- 
nancial STRENGTH guaran- 

teeing the fulfillment of every 
policy contract; and the 
material SAVING in cost 
to the insured, are all 
strong points in Com- 
pany management. 
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When British Policy 
Holders Go to War 


HOW SOME COMPANIES MEET 
THE SITUATION 








Different Payments Prevail Where 
Insured Dies While on War 
Service 





At the outbreak of war British offices 
agreed to undertake without any extra 
premium full liability under policies 
then on foot on the lives of civilians 
who might volunteer for active service. 
For new assurances the extra risk was 
generally assessed at seven guineas 
per cent. annually—this rate being 
based largely on the experience of the 
Boer War. At the same time One or 
two special schemes were launched, 
which in effect spread the cost of the 
war risk over the duration of the 
policy. It only needed the sad lesson 
o! the first few months of conflict to 
show that these terms would involve 
the insuring offices in heavy loss. 
Rates were raised and the schemes 
hed to be withdrawn. Subsequently 
ten, then fifteen guineas were quoted, 
and today the standard rate is nearer 
twenty guineas. For the majority of 
the insuring public, with incomes 
necessarily reduced on entering the 
ranks, this rate is prohibitive; and 
even at so high a figure offices gener- 
ally limit their net risk to £1,000 or 
less. 

Some Companies Refused to Cover New 
War Risks 

Many, in fact, cut the Gordian 
knot by declining war risk entirely, 
and only issue new policies subject to 
a restrictive condition, of which the 
following is a specimen: 
If the life assured should, at any 
time during the currency of this 
policy, engage in aviation, or in 
any military service outside the 
United Kingdom, or in any naval 
service whether at home or abroad, 
the policy will thereupon become 
void. If he should, in time of war, 
leave the United Kingdom in any 
other capacity, the policy will be 
void unless immediate notice be 
given to the company, and such 
extra premium as the directors 
may require be forthwith paid to 
the company. : 
In these circumstances the actuaries 
of a number of offices have, with fer- 
tile ingenuity, devised plans under 
which in lieu of extra premium a tem- 
porary reduction in benefit is made. 
These policies for the most part fall 
into two main groups. In one the 
benefit payable at death during, or as 
a consequence of, war service is the 
amount of the premiums paid, or in 
some cases double the premiums paid. 
In the other the sums assured are re- 
duced to a definite fraction, increasing 
with each year of service. In both 
cases the policies may be reinstated to 
the full sums assured on or after the 
declaration of peace, if certain condi- 
tions are complied with. In the follow- 
ing resume of the principal war risk 
schemes, for which The Eastern Under- 
writer is indebted to the “Insurance 
Record,” of London, only the main out- 
lines are set out, so as to show as far 
as possible the points of similarity or 
difference. Unimportant details are 
omitted. In all these policies,.notice of 
departure on active service abroad is 
required. ..: addition to Naval or Mili- 
tary Service abroad most Offices apply 
their conditions to aviation whether at 
home or abroad, and some have special 
clauses dealing with departure by civil- 
ians across the seas, or to zones of 
warfare. Before reinstatement to full 
assurance several schemes require the 
directors to be satisfied not only as to 
health, but as to future residence and 
occupation. For the sake of brevity 
these refinements are omitted. In the 
first group o1 schemes we have: 
The Atlas— 

(1) If the assured engages in War 


Service abroad, the sum payable at 
death will ‘tbe reduced to double the 
premiums paid during the war and 
three months thereafter. 

(2) At the expiration of that period 
the sum assured as provided in (1) will 
not be increased unless the assured 
produces’ satisfactory evidence of 
health, in which case the policy will 
be reinstated to the full sum assured. 

(3) If the company is not prepared 
ou the evidence produced to reinstate 
the policy, the total amount of the pre- 
miums received will be paid. 

The Clerical, Medical and General— 

(1) If the assured die whilst engaged 
in War Service abroad during the pres- 
ent War or within twelve months there- 
atter, the sum payable will be twice 
the premiums received. 

(2) At the end of this period the sum 
payable as in (1) will not be increased 
until satisfactory evidence of health is 
furnished. The policy will then be re- 
instated to the full sum assured. 

(3) If the evidence furnished is not 
satisfactory, the amount of the reduced 
assurance as in (1) will be paid as a 
special surrender value. 

The scheme is limited practically to 
whole-life assurances, with premiums 
payable throughout life, and endowment 
assurances for fifteen years and up- 
wards. 

The Scottish Equitable— 

(1) At death during War Service 
abroad or within six months there- 
after, the premiums paid will be re: 
turned. 


(2) At the end of that time the 
policy will be reinstated to the full 
sum assured. No evidence of health is 
called for. 


The scheme is limited to endowment 
assurances for terms not exceeding 
twenty-five years, and whole-life assur- 
ances by limited payments where the 
rate of premium is not less than the 
corresponding twenty-five year endow- 
ment assurance rate. 


The Edinburgh Life— 
(a) In the case of entrants under 
1. 


(1) At death during War Service 
abroad, or within six months there- 
after, all premiums paid will be re- 
turned. 

(2) At the end of that period, if the 
assured survives, the policy will be 
reinstated to the full sum assured. No 
evidence of health is required. 

(b) In the case of entrants over 
41, war service abroad will be cov- 
ered ‘by payment of an extra pre- 
mium. 

The United Kingdom Provident— 

(1) At death during War Service 
abroad or within twelve months there- 
after, all premiums paid will be re- 
turned, unless proof is furnished that 
death is not directly or indirectly due 
to such service, in which case the full 
sum assured will be payable. 

(2) At the end of that period, the 
policy will be reinstated to the full 
sum assured. No evidence of health is 
required. 

The Eagle— 

(1) At death during War Service 
aproad, all premiums paid will be re- 
turned. 

(2) At the termination of the war, 
the policy will be reinstated to the full 
sum assured, if satisfactory evidence 
of health is furnished. 

(3) If the evidence is not satisfac- 
tery, all premiums paid will be re- 
turned. 

The scheme is limited to whole-life 
and endowment assurances. 

The Equity and Law— 

(1) If the assured engages in War 
Service abroad, the sum payable at 
death will be reduced to double the 
premiums paid. 

(2) If within twelve months after 
the termination of such service satis- 
factory evidence of health is produced, 
the policy will be reinstated to the full 
sum assured. 

In the Second Group there are two 
schemes. 

The Phoenix— 
(1) During War Service abroad, the 


sum assured will be reduced to one- 
tenth during the first year of such 
service,. increasing by one-tenth for 
each succeeding year of service up to 
the full sum assured. 

Quinquennial bonuses will vest on 
the full sum assured in the case of par- 
ticipating policies, but no interim bo- 
nuses will be payable on claims by 
death during War Service. 

(2) On the anniversary of the policy 
following the declaration of peace— 

(a) If satisfactory evidence of 
health is furnished, the policy will be 
reinstated to the full sum assured. 

(b) If on medical examination the 
company is not satisfied as to the 
health of the assured, all premiums 
paid will be refunded. 

(c) If no evidence is furnished, 
the policy will not be reinstated but 
the sum assured will continue to in- 
crease yearly as in (1). 

The scheme is limited to whole-life 
and endowment assurances, at pre- 
miums not less than 3 per cent. per 
annum. 

The Pearl— 

(1) If the assured proceeds on War 
Service abroad— 

(a) If the annual premium is £6 per 
cent. or more, the sum assured will 
be reduced to £15 per cent. of the 
maximum during the first year after 
such service is commenced, increas- 
ing by £15 per cent. each subsequent 
year. 

(b) If the annual premium be £3 
10s. per cent. or more, but less than 
£6 per cent., the sum assured will be 
reduced to £10 per cent. of the maxi- 
mum during the first year, increas- 
ing by £10 per cent. each subsequent 
year. 

(c) If the annual premium be less 
than £3 10s. per cent., the sum as- 
sured will be reduced to £5 per cent. 
of the maximum during the first 
year, increasing by £5 per cent. each 
subsequent year, up to the full sum 
assured. 

(2) If, within fifteen months after 
the declaration of peace, the assured 
furnishes satisfactory evidence of 
health, the policy will be reinstated on 
its anniversary in that period to the 
full sum assured. 

(3) If no satisfactory evidence is 
furnished, the sum assured will con- 
tinue to increase yearly up to the full 
amount, as in (1). 

(4) If, on medical examination, the 
directors are not satisfied as to health 
the policy may be continued as in (3), 
cr the whole of the premiums paid will 
be returned. 

Bonuses on With-Profit Policies will 
te subject to reduction to the same 
percentages as the sum assured. The 
scheme is limited to whole-life and 
endowment assurances. 

The Prudential— 

There is one remaining scheme 
which stands by itself. The Pruden- 
tial is its parent. This Company quotes 
extra premiums for War Risks ranging 
from eight to fifteen guineas per cent., 
and will, if desired, arrange alterna- 
tively for a conditional reduction of 
the sum assured, but it has also a plan 
which is, we think, unique. For all 
ages at entry from 18 to 45, endow- 
ment assurances for fifteen years may 
te effected without medical examina- 
tion, and covering War Service. The 
rremium payable is £1 5s. for each £10 
assured during the continuance of the 
war, and 12s. 6d. per £10 thereafter. 
The scheme is limited to policies not 
exceeding £100. 


PRUDENTIAL MEETING DEC. 4 


The meeting of The Prudential In- 
surance Company’s policyholders for 
the selection of directors for the year 
1917 will be held at the home office on 
December 4. The board of directors 
has appointed William J. Magie, for- 
merly Chancellor of the State of New 
Jersey, Bennet Van Syckel, formerly 
Justice of the Supreme Court of the 
State of New Jersey, and John K. Gore, 
vice-president and actuary of the Com- 
pany, as a committee to vote such 
proxies as may be executed in their 
favor by the policyholders. 
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Assets, Jan. Il, 
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The New England Mutual’s recognized 
position in the front rank of American 
companies is the result of seventy-two 
years of honorable, capable and equitable 
dealing. If you are a “front rank” man 
—you want to be identified with such an 
institution, 


EDWARD W. ALLEN, Manager 
217 Broadway, New York 
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The “Home Life” 


The fifty-sixth annual state- 
ment of the Home Life 
Insurance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to 
$32,029,439.71 after paying to 
policy-holders $3,447,381 
cluding dividends of 


$602,721 


The insurance in force was 
increased by $4,766,740 and 


is now 


$125,660,173 


For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agts. 
256 Broadway, New York, N. Y. 
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| Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 


Income and General Efficiency 

















Let’s have just a word 
or two of horse sense 
on that subject that so 
great quantities of white 
paper are being spoiled 
these days by all sorts of life insurance 
men in discussing “When and How to 
Close.” We never before have seen in 
print indications of such straining and 
sweating at writing on a subject, as 
evidenced in this case by the piles 
of insurance literature that weekly, 
monthly, and between times are dumped 
upon our editorial tables by the long- 
suffering postman. And a funny—real- 
ly funny—thing about it is that in most 
eases the writers wind up their sweat- 
producing efforts by saying something 
like, “After all, every life insurance 
salesman must determine for himself 
the best time and how to close.” 


When you go into a first-class store 
to buy something, what does the first- 
class salesman who is there to sell you 
first-class goods do? First he finds out 
your need. Then he shows you a first- 
class article that will thoroughly mia- 
ister to that need. He tells you and 
shows’ you why and how it will fully 
supply that need. What very next 
thing does he say? “How many of 
them shall I wrap up for you?” and in- 
stantly begins taking out some of them 
—collars, handkerchiefs, shirts, or 
whatever it is. He has found out your 
needs, shown you goods that supply 
them exactly—beyond all possibility of 
a doubt—then instantly acts on the 
idea that you will take them. At the 
same time he knows that you may not 
take those goods, even though they are 
just what you need and want, but he 
is bound to go the limit of his part and 
power to have you take them. In in- 
stantly—after fully showing you just 
what you need—asking you “How many 
shall I wrap up?” he aims well, truly, 
scientifically, to permit ne debatable 
and dangerous pause to occur, and also 
to make a strong play on your pride. 

The “closing” of a sale of life insur- 
ance begins with the showing of the 
goods, and is continued by the sales- 
man fitting those goods to the needs of 
his customer, his prospect. Your whole 
talk to a prospect is the “closing.” 
Just as sure as God made little green 
apples it is! Keep your whole, your 
over-powering, talk moving strong as a 
bull beef right through to the end of it, 
then, without allowing the least doubt 
to come into your mind that he is not 
going to sign, proceed instantly, bold- 
ly, strongly, to fill out the application: 
Hand him the pen in an authoritative, 
commanding way. 

If he doesn’t sign you’ve lost him for 
that time—that’s all—and go on to the 
next prospect. The best salesman on 
earth never sold every man.—J. L. Ba- 
bler, general manager of Agencies In- 
ternational Life in “International Life 
Man.” 


When And 
How to 
Close 


* * * 


One of the most 

Answers Argu- threadbare arguments 

ment Against against endowment in- 
f Endowment surance and one which, 

strange as it may seem, 
most insurance agents regard as the 
knock-out blow to their endowment 
canvass is: “I can make more by put- 
ting my money in the bank.” 

R. W. Stevens, of the Illinois Life, 
makes the following answer to this ar- 
gument: 

Our information is that none of the 
counties of the States in which the II- 
linois Life operates has a tax rate on 
savings deposits of less than 1% per 
cent. per year, and in many of them 
the rate is as much as 2 per cent. 


For the purpose of our argument, 


however, we will assume the minimum 
tax rate of 1% per cent., the payment 
of which each year by the savings de- 
positor will mean that considered from 
the standpoint of investment his sav- 
ings deposits are being improved an- 
nually at 1% per cent. compound inter- 
est—the usual interest paid on savings 
accounts being 3 per cent. 

One dollar paid and compounded an- 
nually for twenty years at 1% per cent. 
will accumulate $23.12, therefore, if we 
take for our comparison the typical age 
of 30, at which the annual premium on 
our Twenty Year Endowment G. A. A. 
per thousand is $50.49, we will find that 
$50.49 paid and compounded annually 
at 1% per cent. for twenty years will 
total $1,167.33 ($50.49 x $23.12), and by 
referring to your rate-book you will find 
that the guaranteed cash surrender val- 
ue of our Twenty Year Endowment G. 
A. A., issued as of age 30, is $1,179 at 
the end of twenty years—or as com- 
pared with putting money in the bank 
the endowment policy returns $11.67 
more than would be returned by the 
bank, and the death insurance over the 
period of twenty years would have cost 
nothing. 

Figure it out for yourself and you 
will find that the putting-money-in-the- 
bank argument is the easiest of all to 
knock out with our Twenty Year En- 
dowment G. A. A. policy if your pros- 
pect admits that he is an honest man. 


s * * 


This selling talk took 
the prize in a contest 
conducted by the Ore- 
gon Association of 
Life Underwriters: 

“Mr. Smith, just forget for one mo- 
ment that I am a life insurance agent, 
and imagine that I am a banker. I say 
to you: ‘You pay me 2% or 3 per cent. 
interest on a given sum of money, say 
$5,000, for the next twenty years. If 
you die at any time, either tomorrow 
er fifty years from now, I will place 
$5,000 to your wife’s credit in my bank. 
If you die before the twentieth year, 
all interest payments cease at your 
death, and if you live longer than twen- 
ty years, the interest payments cease 
at the twentieth year; if you are still 
alive twenty years from now, and care 
to discontinue the arrangement, I will 
pay you back all of your interest.’ If 
your banker should make you such a 
proposition you would take it at once, 
wouldn’t you? Yes, indeed you would. 
Well, that is all a twenty payment life 
policy is.” 


A Proposition 
From Your 
Banker 


x * x 
When an agent 
Why Companies makes the state- 
Can Pay Out More ment to a _ pros- 
Than They Receive pect: “Why, my 
company paid to 


its policyholders last year more than 


they received from them in premiums,” 
the prospect is usually skeptical. It is 
well to be able to demonstrate this con- 
clusively in sucha case. Taking the rec- 
ords of the Mutual Life as an illustra- 
tion, according to the annual statement 
of last year, this Company received 
from policyholders during the twelve 
months ending December 31 the sum 
0. $59,255,292.97, while during the same 
period it paid out the sum of $67,978,- 
329.32. Putting it another way, the 
policyholders received from the Com- 
pany in 1915, $8,723,036.35 more than 
they paid in. 

On the basis of 302 working days of 
eight hours during the year, the Com- 
pany last year received $6.82 every sec- 
ond from its policyholders, while every 
second it paid to them $7.82—an excess 
to the later of $1.00. Every minute it 
received $408.92, and paid out $468.95— 
an excess of $60.03. This was at the 
rate of $24,526.20 received every hour, 
and $28,136.73 paid out—an excess of 
$3,610.53. At the end of each day the 
policyholders had paid in $196,209.57, 
aud had received $225,093.81, or an ex- 
cess of $28,884.24. At the end of each 
week they had contributed $1,139,524.86, 
and had received back $1,307,275.56— 
an excess of $167,750.70. The final cal- 
culation shows that the sum of $4,937,- 
941.08 was received each month, and 
$5,664,860.78 paid out, representing a 
nionthly difference in favor of policy- 
holders of $726,919.70, or $8,723,036.35 


for the year. 

How can the Company keep on pay- 
ing out so much more to its policy- 
holders than it receives from them? 


The answer is, compound interest. For 
over seventy years the Mutual Life has 
been investing all these sums as they 
came in and the Company’s_ invest- 
ments have done the rest. 


* * * 


Where the average fam- 


Life Agents’ ily has just about so 
Strongest much to spend, if the 
Competitor automobile salesman, 


the book-agent or the 
investment stock salesman gets there 
first, the life insurance man will stand 
little chance. With the other things, 
there is either more tangible chance 
for pride of position or hope of gain. 


Buying life insurance is a duty and for. 


that very reason, has none of the gla- 
mour of these other things that get the 
people’s money. 

A thought along this line is touched 
on by the Life Insurance Co. of Vir- 
ginia in its bulletin to agents, in com- 
menting on advertisements offering to 
sacrifice sets of second-hand books and 
similar things. 

The Company says: When a life in- 
surance agent reads an advertisement 
like this, he can safely assume that it 
comes from a home in which there was 
ne life. insurance, and that a better 
selesman than the insurance agent has 
been there. 

“Good as new” means that the sets 
had scarcely been used. They had been 
sold by the rapid-fire talk of the bnok- 
agent, and, like life insurance, sold on 
the instalment plan. 

But the difference was that while 
with the death of the buyer the sets 
were valued at one-fourth their cost, 





satisfying and continuing. 





A Year of Rich Opportunity 


To make the most of it you must have unexcelled policy contracts, 
low net cost, unexcelled equipment, unexcelled Home Office and Agency 
service, Company reputation high as the highest, a genuinely fraternal 
spirit between Home Office and Field, and an institutional sense of will- 
ing duty to policyholders, beneficiaries, and the public. 
manship ability is joined to these, the Fieldman’s success is bound to be 


Occasionally we have a General Agency opening. 
JOSEPH C. BEHAN, Superintendent of Agencies 
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When sales- 
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with the death of the buyer of life in- 
surance his policy would be worth ten 
times or more its cost. Surely, in view 
of this fact, the life insurance agent 
ought to be able to sell rather than the 
other man. 

And yet the book-agent succeeded in 
selling where the insurance man failed. 

We are reminded of this condition 
by reading the “Fall announcements” 
ol publishing concerns whose fleet- 
footed and fleet-talking representatives 
will put in their ‘best licks in this crisp 
season. 

Probably, in most instances, the ar- 
gument that clinched the sale for the 
set-seller was, “You get the set at 
once, delivered at your door, express 
paid, and only pay for it in small 
monthly instalments that you won’t 
feel.” 

Where the life insurance agent fails 
is in making his prospect realize that 
he is getting something, delivered at 
his own door, paid for in small instal- 
ments, the value of which increases to 
those who are of most value to him. 


The most formidable competitor the 
Life Insurance Company of Virginia 
agent has is not the agent of this or 
that life insurance company, but the 
agents of other articles who make their 
prospects see what they are selling. If 
you want to get an idea of your short- 
ccmings in this respect go over in your 
mind the selling talk of the last seller 
of sets you know of, and compare it 
with your own talk when you tried to 
sell a policy and you will appreciate 
that he succeeds where you fail be- 
cause he uses salesmanship. 





31 HUGHES; 16 WILSON 
At a recent meeting of the Capital 
District Association of Life Under- 
writers, a straw vote was taken regard- 
ing Presidential preferences, with the 
following result: For Hughes, 31; for 
Wilson, 16. 


Resolutions were passed in reference 
to the death of M. H. Mulleneaux, a 
veteran general agent, and a speech 
was delivered by Charles J. Edwards, 
ef New York. 





An optimist is one who makes the 
best of it whenever he gets the worst 
of it, says the Security Life of America. 
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Competition in Life Insurance’ 


The question of competition is al- 
ways with us. Believing it to be a bug- 
bear to which the average agent at- 
taches too much importance, we have 
rcently canvassed our $200,000 men to 
ascertain what their experience along 
that line has been. Hach man was re- 
quested to report approximately how 
many prospects he had canvassed dur- 
ing the year, how many cases of actual 
competition he had met with, and how 
many of these he had won. a number 
failed to report, doubtless because of 
having no exact data relating to the 
subject, but the reports received con- 
firm our previously-formed views of the 
matter. 

What is Competition? 

Apparently there was some difference 
of opinion as to what constituted real 
competition. Actual competition ex- 
cludes any case in which no rival agent 
appears to contest for the business 
while you are after it, even though you 
may learn from the prospect that he 
has been previously canvassed by the 
representative of another company and 
has perhaps been much impressed with 
the merits of that company. It is not 
a case of competition so long as you 
are not actively opposed by the compet- 
ing agent while the canvass is pend- 
ing. Otherwise, virtually all business 
would be competitive, for practically 
every man whom you approach has been 
canvassed at some time, recent or re- 
mote, by some other agent. Therefore, 
unless your solicitation of the business 
and that of the ether agent or agenfs 
has been concurrent, you cannot be 
said to have been in actual competition. 
Apparently some of our fieldmen had 
conceived the idea that every instance 
in which the prospect had been ap- 
proached previously by angther agent 
or had referred favorably to another 
company, howbeit without the result, 
was a case of competition. 

One agent, for example, reports 1,200 
prospects canvassed during the year 
with 800 cases of competition. Another 
agent had competition in 250 cases out 
of 500 canvassed. Three other cases of 
mene character may be tabulated as fol- 
Ows: 


Prospects Competitive Competitive 
Canvassed Cases Cases Won 
210 50 40 
350 60 59 

1000 50 49 


Obviously competition can have no 
terrors for the solicitor who can win 
59 cases out of a possible 60, though we 
suspect that jin these instances the 
competing agents were not strictly “on 
the job.” The relatively large number 
of supposed competitive cases, and es- 
pecially the surprising proportion of 
cases in which the agent reporting was 
successful, indicate that this was not 
teal competition as defined above. 


Competition and the Star Producer 

It is apparent, however, that in the 
cases tabulated below, the question as 
to what constitutes competition was 
clearly understood, and it also appears 





From “Points,” Printed by the Mutual Life 


that the well-equipped Mutual Life 
agent has nothing to fear in contests 
of this kind. The figures likewise in- 
dicate that real competition is not en- 
countered as often as commonly sup- 
posed. It will be seen that 17 agents 
report having had not to exceed 5 
cases of competition during the whole 
year—several of them none at all. 
Cases Competitive Cases 
Canvassed Cases Won 
650 5 4 
220 
760 
850 
500 
1200 
208 
300 
560 
100 
250 
300 
250 
600 
900 none 
150 5 
150 none 
Remember that these men are all 
star producers. How does it happen 
that they have had so little competi- 
tion? Possibly because the successful 
agent rarely admits the existence of 
competition. Another company and an- 
other agent may be referred to by the 
prospect as soliciting the business, but 
that fact does not greatly impress our 
star producer, as he intends to write 
the business. He rarely if ever stops 
to discuss other companies or other 
agents, though he may incidentally 
pass some pleasant comment regard- 
ing them when they are mentioned by 
the prospect. This leaves the impres- 
sion with the latter that he is a fair- 
minded man, and really helps his own 
cause. It is his business to represent 
the Mutual Life and to press home the 
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immediate need of life insurance. He 
wastes no time over side issues. Nei- 


ther does he take chances, but elimi- 
nates the danger of competition by 
driving the matter to a conclusion at 
once. Still, competition is sometimes 
unavoidable, and the chances are then 
in favor of the well-equipped agent of 
the Mutual Life. 

Here is another tabulation compris- 
ing eight reports in which the number 
of competitive cases was more than 
five and less than 20. 


Cases Competitive Cases 
Canvassed Cases Won 
1100 15 12 
350 10 all 
600 10 — 
250 18 14 
800 10 7 
300 6 6 
65 12 11 
800 14 11 


Several other reports received showed 
more than 20 cases of alleged compe- 
tition, but these were not sufficient to 
affect the general verdict, as expressed 
in words by some of the others, that 
“the live agent rarely encounters com- 
petition save of his own making.” 








Vice-President Thomas 


What Your A. Buckner, of the 
Time Is New York Life, points 
Worth to You out in the Company’s 


“Agents’ Bulletin,” that 
we sleep 600 hours more than we work 
(at 8 hours a day) and we loaf—or re- 
cuperate—600 more hours than we la- 
bor. When that precious 8 hours or 
any part of it is wasted, it represents 
so much money squandered. What is 
an hour worth to you? It depends upon 
what your earnings are. 


At $1,500 an hour is worth $ .65 
“ee 2,250 “ o oe “ 97 
. ei oir = 1.30 
“ 6,000 “ ti “ Lid 2.60 
“oe 12,000 ii “ o “ 5.20 
oe 25,000 “ “ “ “ 10.78 


“One agent with us,” says Mr. Buck- 


ner, “earned over $90,000 last year by 
his personal work. What was an hour 
worth to him? Thirty-nine dollars! Do 
you think he frittered many of his 
golden minutes away?” 





W. W. Jaeger, special home office 
representative of the Bankers’ Life of 
Des Moines, sold a iife insurance policy 
recently to Dr. John A. Earl, formerly 
a prominent Baptist preacher and now 
president of Des Moines College. Mr. 
Jaeger so impressed the college presi- 
dent as to the importance and benefi- 
cence of life insurance that after the 
application had been signed the noted 
educator invited him to deliver a ser- 
ies of lectures on life insurance to 
students of Des Moines College. 











- = al i By e ; = 


Metropolitan Life Insurance Company 
Home Office Building 








THE 
METROPOLITAN LIFE 


| Insurance Company 


(Incorporated by the State of New York) 

Of the People 
The Company By the People 
For the People 


The Daily Average of the Company's 
Business during 1915 was: 














639 per day in Number of Claims Paid. 
0,175 per day in Number of Policies 
Issued and Revived. 


$1,056,438 per day in New Insurance 
Issued, Increased and Revived. 


$326,616.59 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$146,602.49 
Assets 


per day in Increase of 


JOHN R. HEGEMAN, President 








Southern Life 


Assets 
Liabilities 
Capital and Surplus...... 
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Insurance in Force......+ss++- peeeeeesees sees 
Payments to Policyholders since Organization. 
Is Paying its Policyholders over........ 


GOOD TERRITORY FOR LIVE AGENTS 
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ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 
OLDEST - LARGEST - STRONGEST 


Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1915; 


$ 12,629,857.65 
10,818,731.99 
1,811,125.66 
104,822,701.00 
16,811,250.99 

$ 1,350,000.00 annually 








INSURANCE COM 
OF BOSTON MASSACHUSETTS 


WILLIAM N. COMPTON, General Agent 
METROPOLITAN DISTRICT, ST. PAUL BLDG., 220 BROADWAY, NEW YORK, N. Y. 


THE MOST VALUABLE POLICY FOR YOU, 
Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 











Representing 


The Mutual Life 


Insurance Company 


of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America”’ 
mean certain success for you. 








For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 
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lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
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Clarence Axman, President; B. F. 
Hadley, Vice-President; W. L. Hadley, 
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phone 2497 John. 


Subscription Price $3.00 a year. Single 
copies, 15 cents. 

Entered as second-class matter Jan- 
uary, 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 3, 1879. 





A LITERARY COMMISSIONER 


As a piece of literature the annual 
report of Superintendent of Insurance 
Charles F. Nesbit, of the District of 
Columbia, is an interesting document. 
We do not recall having seen anything 
just like it. Going back to 364 A. D., 
and stopping on the way to quote 
Shakespeare and Dickens, Mr. Nesbit 
presents to the public a history of in- 
surance, touching merely the high spots, 
after which he becomes critical and 
philosophical. He is against the pres- 
ent system of basing fire insurance re- 
serves—his views on this subject hav- 
ing already been given"in a paper read 
at the Richmond convention; he thinks 
that the profit idea in insurance is a 
two-edged sword, that “there is no place 
for profit in indemnity”; he favors giv- 
ing the assured a discount on his re- 
newals; he thinks it “certainly debat- 
able whether a fire which results in 
the loss of a very few dollars should be 
charged to the general insurance fund.” 
In brief, he would “re-organize the fire 
insurance business.” As a side measure 
he favors social insurance. 

It is rare for a State official to relieve 
his mind on so many matters in one 
report. He is a brave man to tackle so 
many questions and emerge from the 
study with a definite opinion about each. 
The high cost of paper has no terrors 
for the District of Columbia superin- 
tendent. His observations consume 
page after page. According to Mr. 
Nesbit’s own report fire insurance com- 
panies have been operating in this 
country since 1752. It is rather a late 
day to come to the conclusion that the 
present stock company system is all 
wrong. 





CUBA 

Cuba is attracting the attention of 
American underwriters. Although there 
is some excitement over the election 
there the feeling prevails in American 
financial circles that the country is 
destined to enjoy continued prosperity 
and the days of instability are over 
for all time. Naturally, the leading 
men of Cuba are grateful to Amer- 
icans for the part of this republic in 
putting the island on its feet after 
winning her independence, and that 
feeling has resulted in very close and 
binding ties. Several American fire 
insurance companies have recently en- 


tered Cuba and it is now announced 
that a company, financed by Amer- 
icans and prominent Cubans, has been 
organized with the intention of doing 
a general liability and miscellaneous 
insurance business in the island re- 
public. Charles R. Neidlinger has been 
made general agent of the new com- 
pany. He is well known here and in 
Havana, and he will make his head- 
quarters in the latter city. 





THE CRAIGS 

It is a rare testimonial to members 
of the Craig family that they have 
won two of the highest honors in the 
gift of insurance—the presidency of 
the Actuarial Society of America (life 
insurance) and the presidency of the 
Casualty Actuarial and Statistical 
ciety of America. The last named 
distinction was won a few days ago 
by James D. Craig, associate actuary 
of the Metropolitan Life. His father, 
the actuary of the Metropolitan, re- 
tired as president of the Actuarial So- 
ciety of America at the last annual 
meeting. He has been with the Metro- 
politan and the companies which are 
absorbed by the Metropolitan for fifty 
years. Thus James D. Craig, bred in 
an actuarial atmosphere, has_ been 
trained along these lines from the time 
he began to learn the meaning of 
figures. 


S0- 





E. J. Phelps, former State insurance 
commissioner, and State agent for the 
Mutual Benefit in Idaho, was the guest 
of honor at a farewell luncheon given 
by the Gem State Association of Life 
Underwriters at the Owyhee hotel. 
The affair was well attended and Mr. 
Phelps was toasted as a fair competi- 
tor, a high official, a distinguished citi- 
zen and the man who has put his ef- 
forts forward to place the life insur- 
ance business upon a high plane. 

The meeting was presided over by 
R C. Pennington, who was introduced 
by D. G. Whyte, president of the asso- 
ciation. The speakers of the afternoon 
were George Steele, State insurance 
commissioner; Frank Ensign, E. A. 
Crooks, H. J. Roan, Louis Ensign, E. A. 
Thrailkill W. A. Buis, W. R. Wilker- 
scn and Charles F. Kutnewsky, all of 
whom spoke of the high character of 
the guest of honor, the fairness in 
which he operated as an insurance 
competitor and the efficient manner in 
which he conducted the office of State 
insurance commissioner for two years. 
All the speakers wished Mr. Phelps 
success in his advanced position at 
Omaha and predicted that he would be 
again heard from still higher up. 

* * a 


R. Douglas Boyd, agent of the Fidel- 
ity & Casualty at Gloversville, N. Y., 
who was recently honored by that 
Company for having produced in excess 
of $10,000 in premiums in 1915, has an 
ideal arrangement for the handling of 
the office end of his business. Mrs. 
Boyd, who is herself a competent un- 
derwriter, has charge of the office force, 
thus giving Mr. Boyd practically all of 
his time to dig up new business. Mr. 
Boyd is a graduate of the Union Col- 
lege Law School. After practicing 
law in Gloversville for some time, he 
became interested in thé insurance 
business with the result that in June, 
1912, he took over the general insurance 
agency of a local firm which he has 
since continued. 





APPOINT KENZEL AGENT 

The Humboldt Fire and the Pitts- 
burgh Underwriters, both of Pitts- 
Lurgh, appointed the William H. Kenzel 
Co. metropolitan agents on Wednesday. 
The William H. Kenzel Co. will start 
writing for these two companies im- 
mediately. 


The Human Side of Insurance 








Julius Newman, of Baltimore, and his 
three sons, Sylvan, Joseph and Milton, 
who make up the firm of Julius Newman 
& Sons, will celebrate their twentieth 
anniversary as representatives of the 
New York Life by an unusual achieve- 
ment. Each member of the firm aims 
to make the $200,000 Club of the New 
York Life for next year. As each has 
won membership at different times in 
the clubs it is expected that the entire 
family will have no difficulty in landing 
in the big producers’ organization. 
There is no record of an entire family 
attaining a leader’s club in any com- 
pany and if the Newmans succeed they 
will be establishing an unique record. 


* * * 


Richard A. McCurdy’s library was 
sold this week at the Anderson Gal- 
leries, New York City. In the collec- 
tion of the late president of the Mutual 
Life were only six volumes on life 
insurance as follows: Key to Reserve 
Dividend Plan, New York, 1871; Dic- 
tionnaire de Medecine a l’usage des 
Assurances sur la Vie, Mareau, Paris, 
1890; The Life Insurance Company, 
Alexander, New York, 1905; The Cycle 
of Life According to Modern Science, 
Saleeby, New York, 1904; Introduction 
to the History of Life Assurance, Jack, 
New York, 1912; Notes on Life Insur- 
ance, Smith, New York, 1876. 

Mr. McCurdy’s literary tastes covered 
a wide range, including the poetic 
works of Hood, the plays of Shake- 
speare, the biographies of Samuel 
Johnson, Sir Joshua Reynolds and 
Sir Walter Scott; novels of Smollett, 
Sterne, Fielding and Dickens; histories 
of Prescott, Fiske and Bancroft, and 
many rare books which appeal to a 
collector. 

as ca % 


Dr. George A. Van Wagenen, affec- 
tionately known to all Mutual Benefit 
Life agents as “Dr. Van,” has served 
the Company for 39 years in that office. 
On his 71st birthday, the agents pre- 
sented him with a handsome hall clock 
as an expression of their regard. Ar- 
rangements have been made to relieve 
Dr. Van Wagenen of the more arduous 
duties of the medical director, but he 
will continue to hold this office which 
he has so long filled with distinction. 

ok ok * 


Herbert R. Welch, an _ insurance 
agent of Westfield, N. J., is active in 
the Boy Scout movement, has organ- 
ized a Boys’ League in his community 
and is a member of the advisory board 
of the Y. M.C. A. He is active in land 
and development companies, in the 
merchants’ association, and is now a 


candidate for town tax assessor. At 
the age of thirty-two he is identified 
with as many civic movements as any 
man in his town. His firm is Wm. S. 
Welch & Son. 

- * * 


Cecil Parker Stewart, president of 
rank B. Hall & Co., who is only 35 
rears old, is the subject of an interest- 
ing sketch in “Shipping Illustrated” of 
October 21. Mr. Stewart was ‘born at 
Lachine, near Montreal, Sept. 9, 1881. 
His father, Henry Stewart, was at that 
time underWriter of the Royal Canadian 
Insurance Co., of Montreal. In 1882 he 
came to New York as a partner in the 
firm of Moody, Stewart & Parker, aver- 
age adjusters and insurance brokers, 
which subsequently became Stewart & 
Parker. 

Mr. Stewart became a partner with 
kis father in 1904, under the firm name 


of Henry Stewart & Son. This firm 
was dissolved in 1910. Mr. Stewart 
be*ame superintendent of insurance 


and claims of the insurance depart- 
ment of the Texas Co., at the same 
time turning his outside insurance in- 
terests to Frank B. Hall & Co. and act- 
ing for them as their average adjuster: 
and marine insurance adviser. The: 
rapid growth of the business of Frank 
B Hall & Co. made it necessary for: 
him to resign his position with the 
Texas Co. Last August, Mr. Hall hav-- 
ing retired from active business, a cor~ 
poration was formed to take over the 
firm’s interests, control of the new cor- 
puration being acquired by Mr. Stewart, 
who became president. In addition, he 
is president of the American Merchant 
Marine Insurance Co., and a director in 
the Shawmut Steamship Co. and Ches- 
ter Shipbuilding Co, Ltd. He is a 
member of the New Hampshire Society 
of the Cincinnati, representing his 
great-great-grandfather, Samuel Adams. 
The family is a very distinguished one, 
being descended from Robert II. of 
Scotland. An ancestor of his was sec- 
ond in command of the Pretender’s 
army at the Battle of Culloden and died 
in exile in France. 
* * * 


John Collin Drewry, of Raleigh, N. C.,. 
who died recently, was for 30 years gen- 
eral agent for the Mutual Benefit Life 
of Newark. In 1887 Drewry & Drewry 
were appointed State agents for the 
Ccompany for Tennessee and North 
Carolina. Later Virginia was added to 
this territory. For over a quarter of a 
century, Mr. Drewry had been a leader 
in the civic, business and social life of 
Raleigh. He was active in Masonic af- 
fairs and took especial interest in the 
training and development of young 
men. 
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Fire Insurance Department 





O. E. Lane Elected 


President of Niagara 





BERNARD M. CULVER, OF HART- 
FORD, MADE VICE-PREST. 





New Officials Are Western Men—Mr. 
Lane’s Quick Rise in Insur- 
ance Business 


Otho E. Lane has been elected pres- 
ident of the Niagara Fire Insurance 
Company, and Bernard M. Culver has 
been elected vice-president. The an- 
nouncement of the action of the board 
of directors was made on Thursday of 
this week. The changes will take place 
the end of the year. 

Harold Herrick will retire as presi- 
dent of the Niagara on or about Janu- 
ary 1, 1917. 


Mr. Lane’s Career 

The appointments will be well re- 
ceived by the field and agency force as 
both Mr. Lane and Mr. Culver have es- 
tablished underwriting reputations of 
the first rank. The rise of Mr. Lane 
has been little short of meteoric. It 
was only a few years ago that he came 
to New York to become assistant Unit- 
ed States manager of the Yorkshire. 
His charming personality, fine training 
in the business and keenness of vision 
attracted attention from the start, and 
soon after the announcement was print- 
ed that the late Charles A. Coffin had 
been elected president of the Niagara 
it was also announced that Mr. Lane 
would go with the Company as vice- 
president. 

When Mr. Coffin came to the Niagara, 
Mr. Herrick, who had been president 
for some years, retired. A few months 
after Mr. Coffin took the reins of the 
Niagara he died, and Mr. Herrick came 
back to the Company to be its head 
again. It was understood at the time 
that he was to be president pro tem, so 
the election of Mr. Lane will not be a 
surprise to the Street. 

The new president of the Niagara 
started his insurance career as an in- 
spector for the Insurance Survey Bu- 
reau, Chicago. He then became a field 
man in Wisconsin and Minnesota for 
the Traders and the Providence-Wash- 
ington. Next he went into the Rocky 
Mountain field for the Scottish Union 
& National, where he was one of the 
most popular of the special agents in 
that territory. 


Mr. Culver’s Experience 

Mr. Culver has for fourteen years 
been with the Scottish Union & Na- 
tional, where he has made a splendid 
record. He is in charge of the Western 
and Southern departments at the home 
office. He came to Hartford in 1907 
after serving in Wisconsin and Minne- 
sota fields. He began his insurance ca- 
reer with the Citizens of Missouri. 





N. Y. AGENCY CO. GETS TEUTONIA 

The Teutonia Fire of Pittsburg ap- 
pointed the New York Agency Co. met- 
ropolitan agents of the Company on 
Wednesday. E. H. Mount, who has 
been a fire agent in Brooklyn for twen- 
ty years, is president of the agency and 
A. L. Thomas secretary. The agency 
expects to make announcement of its 
en in the course of the next few 
ays. 


POLITICS ON 


WILLIAM 


STREET 


Major A. White Marshal of Insurance 
Division Torchlight Parade— 
Brokers Attack Whitman 





There seems to be more interest in 
politics at the present time than there 
has been in some years. Insurance 
men, who are for Hughes, will take 
part in the Hughes torehlight proces- 
sion on Saturday night, assembling on 
West Fifty-seventh street, facing West, 
head of column at Sixth Avenue. 
Major A. White, who was marshal of 
the Preparedness Parade insurance 
division, will be marshal of the insur- 
ance division of the Saturday night 
parade, which is under the auspices of 
the Hughes’ Business Men’s Associa- 
tion. 

Among the brokers there is a large 
element for Seabury. Hundreds: of 
copies of the booklet, “History of 
Simpson Insurance Bill No. 681,” are 
being distributed. In a review of the 
“favored-broker” situation Governor 
Whitman is attacked. 


The assistant marshal of the Satur- 
day night parade will be J. Frank Sup- 
plee. Aides to the marshal are N. W. 
Edelston, Captain E. G. Babcock, Major 
Lee White. Assistant marshals wili be 
J. G. Batterson, Nelson D. Sterling, C. 
H. E. Frank and John N. Ryan. Aides 
will be Benjamin Sturges, F. N. Dull, 
James J. Maguire and Maurice Denzer. 

The Travelers will have eighty-five 
in line; the Preferred three companies. 


WOMAN SETS GOOD EXAMPLE 





Mrs. Elizabeth James Bender, Mead- 
ville, Pa., Pays Balances First 
of Every Month 





Mrs. Elizabeth James Bender, of BEACH DIES AT EIGHTY-FIVE 


Meadville, Pa., who represents the 
North River and other companies, is 
the only woman agent in that city, 
works hard, and has built up a good 
business. She is not only deeply inter- 
ested in her work, but finds pleasure 
in it. When she decided to become an 
active insurance agent she mapped out 
a set of principles to guide her which 
might well be followed by all agents. 
What she says along that line follows: 


“T found in seeking companies to 
represent that it was difficult for a 
woman to get them to come to her 


Gffice and I resolved that if lax meth- 
eas and slowness in paying the bal- 
auces was the real cause of this, I 
would be above it, and I have always 
had my checks mailed to my com- 
panies the first of each month as they 
are due. I did this not only for the 
sake of my own integrity and name, 
but in order to establish a reputation 
which will not prove detrimental to 
women who may wish to secure com- 
panies in the future.” 


BIG LINE FOR STOCK COMPANIES 





Pressed Steel Car Co., of Pittsburgh, 
Had Been Carrying Its Own 
Insurance 





The Pressed Steel Car Co., of Pitts- 
burgh, which has carried its own in- 
surance, decided recently to insure in 
the stock companies. Lines are now 
going through the offices. The plants 
are of fire resistive construction. 





1 Liberty Street 


Exceptional Reinsurance Facilities 





ARTHUR C. SWINTON 


GENERAL AGENT 


FIRST NATIONAL FIRE INSURANCE CO. 


Washington, D. C. 
New York Suburban and New Jersey 


New York City 


Local Agents’ Interests Protected 














FIRE AND MARINE 
INSURANCE—ALL LINES 














The Automobile Insurance — 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President | 








Cash Capital ‘ : 


Liabilities (Except Capital) 
Surplus to Policyholders . 


| 
| Statement January 1, 1916 
| 


Assets ° 2 P 


- = $1,000,000.00 
. 2,377,857.39 
- - 467,413.45 
. 1,910,443.94 





AFFILIATED WITH 


| AETNA LIFE INSURANCE COMPANY 
THE /ETNA ACCIDENT AND LIABILITY CO. 



































A LEADING AGENT UP-STATE 


Agency Has Represented Home and 
Hartford for Forty-five Years—Son 
to Carry on Business 


George R. Beach, senior member of 
the firm of Geo. R. Beach & Son, Ball- 
ston Spa, N. Y., one of the leading 
agencies in Northern New York, died 
at the age of eighty-five this week. He 
liad been confined to his home with 
sciatic rheumatism for six months. 

Mr. Beach was born in Charlton, 
N. Y., in 1831, and moved to Ballston 
Spa in 1871, purchasing the insurance 
and real estate business of Bancroft & 
Maxwell. In 1881 his son, Frederick 





NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 


Inc, 1911 
Assets ....... $515,049.38 
138,148.22 
275,000.00 

78,171.37 


H. Beach, became associated with him 
in the business under the firm name of 


Geo. R. Beach & Son. For about 
twenty years Mr. Beach served as a 


member of the Ballston Spa Board of 
Education. Since 1871 the agency has 
represented the Home and Hartford. 
The business will be continued by the 
junior member under the same name. 

Other companies represented by Geo. 
R. Beach & Son are Aetna, Continental, 
Phoenix of Hartford, New Hampshire, 
Hanover, State of Pennsylvania, Na- 
tional Union, Pennsylvania Insurance 
Company of North America, West- 
chester, Philadelphia Underwriters, 
Firemen’s of New Jersey, Standard of 
Hartford, Standard of New Jersey, 
New Jersey Fire, Mannheim, and Casu- 
alty Company of America, Fidelity & 
Deposit, Lloyds Plate Glass, Travelers, 
Hartford Steam Boiler and Aetna (lia- 
bility). 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc, 1870 


$172,302.60 
27,678.96 
100,000.00 
42,986.21 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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BROKERS ACTIVITIES 


———-- 
———— 


“Aida” Loss in Lloyds 


The loss sustained by London Lloyds 
under its policy guaranteeing the pro- 
moters of the “Aida” opera perform- 
ance at San Francisco against loss 
through abandonment of the enterprise 
on account of rain remained unsettled 
from last advices. Kahn & Feder are 
the San Francisco representatives of 
Lloyds, and the sponsors of the “Aida” 
performance threshed out their differ- 
ences at a meeting last week. Thos. F. 
Boyle, treasurer of the production, says 
the total expense incurred for the pro- 
duction is shown to have been $35,577, 
and the total receipts $13,347, making 
the amount due creditors $25,259. He 
contends that Lloyds are liable for the 
difference Letween the total expense 
and total receipts to the extent of 
$25,000, the amount of insurance. Over 
this latter question a breach has ap- 
parently arisen. 

In figuring the settlement of the loss, 
Kahn & Feder acknowledge a total loss 
of $25,000 under the policy, but claim 
title to the ticket and advertising re- 
ceipts which they figure total $10,407 
after deducting approximately $3,000 
due ticketholders who did not attend 
the performance. After deducting this 
$10,407, to which they claim title as 
“salvage” for Lloyds, the net amount 
due Auditor Boyle, the assured, is held 
to total $14,592. In support of their 
eentention that Lloyds is entitled to 
the receipts as “salvage,” Kahn & 
Feder stand on a clause in an agree- 
ment executed between the parties 
when the local Lloyds representatives 
undertook to give the performance 
October 3d, after it had been abandoned 
on September 30th, the original date. 
The clause required that all money 
received “from any source” was to be 
turned over to Lloyds as salvage. 

* * * 


Talk of Undertakers’ Co-operative 


The National Funeral Directors’ As- 
sociation met in Columbus, O., this 
month and the insurance committee rec- 
ommended that the association should 
establish an insurance department, 
which should operate along’ the 
line of the “Hardware Underwriters,” 
which is the insurance adjunct of 
the Retail Hardware Dealers’ Associa- 
tion. The plan of the undertakers is 
t. limit the amount of liability in any 
one location to $3,000. 

The association was addressed by 
the secretary of the Retail Hardware 
Dealers’ Association, who claimed that 
tnat organization had nearly $100,000,- 
000 insurance in force in 33 States. 

Considerable opposition developed to 
the report being adopted. It was finally 
carried. 











“Pleasing” Mortgagee 


An unusual manner of soliciting busi- 
ness in behalf of companies and agents 
has just been called to the attention of 
the Fire Brokers’ Association of New 
York, and is reported by the “Bulletin” 
of that association. 

A solicitor learns of insurance on 
buildings, payable to a mortgagee, and 
about a month before the expiration of 
the policies, he calls up the broker on 
the telephone (as coming from the 
mortgagee) with a polite intimation 
and request that it would please the 
reortgagee very much if he would give 
the A BC Co. a fair portion of the 
imsurance. The broker, of course, real- 
izing that it is wise to please a mort- 
gagee in the interest of his assured, 
generally complies with the request— 
to the advantage of the A B C Co., in 
whose employ the solicitor is. 

“We would suggest to our members 
that in case such requests are com- 
rmunicated to them ‘by telephone, they 
make inquiry from the mortgagee to 
learn whether or not such request has 
actually been made before they change 
any of their policies,” says the “Bul- 
letin.” 




















PHREtGtAD Sir wat aA 
S 
cura: | CAAMBMGE A. SROUTES CO. | SJ ravic e. 
LOCAL aNnD GENERAL AGENTS 
ALL LINES | 325 WALNUT STREET PHILADELPHIA, PA. | ALL LINES 





PENNSYLVANIA 


NEW JERSEY 








307 FOURTH AVENUE 





LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 





CO-OPERATIVES’ COMPETITION 





Answer of “Journal of Commerce” to 
Inquiry of Agent in Walton, 
| ee # 


An agent in Walton, N. Y., has writ- 
ten the following letter to the “Journal 
of Commerce” regarding co-operatives’ 
competition up-State: 

“In this section we have co-operative 
competition in the insurance business 
that are not members of the Under- 
writers’ Association, who are doing 
business on the co-operative advanced 
premium plan. I understand by their 
policies that they are liable to assess- 
ment. The trustees of the village have 
voted to place all of their insurance 
with the co-operative or advanced pre- 
mium companies, who, I understand, 
will place the insurance at the rate of 
$1.20 per $100 for three years, while 
tne stock ccmpanies’ rate is $1.50 for 
cne year, or $3.75 for three years. Per- 
heps you could advise me whether 
there is any law prohibiting the trus- 
tees of a village or school trustees 
piacing the insurance in co-operative or 
advanced premium companies where 
the taxpayers will be liable to assess- 
ment.” 

The reply of the “Journal of Com- 
raerce” follows: 


“We believe there is no statute ex- 
pressly forbidding insurance in a mu- 
tual company in a case of this kind. 
The courts hold, however, that direc- 
tors or trustees are merely agents of 
the persons represented by them and 
that the right of such agents to insure 
the property of their principals in a 
mutual company is, to say the least, 
very doubtful. In so far as the prop- 
erty is duly protected there is, of 
course, no objection to such insurance; 
but the right to bind the village 
or other corporation as insurers of the 
property of others is one which the 
directors or trustees should be slow to 
assume. The New York Court of Ap- 
veals has said upon this subject: “The 
power of an agent to insure the prop- 
erty of his principal does not authorize 
an insurance in a mutual company 
which would make the principal an in- 
surer of others.’ The Court says, 
further, that one having authority as 
agent to insure the goods of another 
should not, in effecting such insurance, 
subject his principal ‘to the hazards of 
that most unsafe of partnerships—a 
mutual insurance company.’” This de- 
cision is reported in 26 N. Y., 117. 








Will Continue “Bulletin” 


The Fire Brokers’ Association of 
New York will continue the publication 
of its “Bulletin” to members. In the 
current issue George P. Nichols writes 
a gossippy letter from the Texas bor- 
cer where he is with the Seventh In- 
fantry, N. G. N. Y., and there is also 
published the report of the chairman of 
the Kentucky Workmen’s Compensa- 
tion Board, addressed to the actuary of 
the Ohio State Board, in which Ohio 
State Fund methods are severely ar- 


raigned. 
- * # 


Changes Firm Name 


Walter L. Webster, broker at 1 Lib- 
erty street, New York City, has or- 
ganized the firm of Walter L. Webster 
& Co. 





SCHAEFER & SHEVLIN 


2 LIBERTY STREET GENERAL AGENTS NEW YORE, WN. Y. 
REPRESENTING 
DUBUQUE FIRE AND MARINE INSURANCE CO. 


Excellent Facilities for Handling Suburban and Out Of Town Business 
Phone: John agis 








Nord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
ESTABLISHED 1857 


STATEMENT JANUARY I, 1916 
gg, Te re (ibceesdeweeuens $2,063,315 
Liabilities .....ce. 600260bsesee sseeenecse 922,699 
BONED ssadscckou os Matsenesatepeaecece teers 


UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 


J. H. LENEHAN, United States Manager 
AGENTS WANTED IN PRINCIPAL CITIES AND TOWNS 








THE YORKSHIRE "3 tx eas 


ESTABLISHED 1824 
is the Oldest and Strongest of the English Fire Companies not here- 
tofore represented in the United States 
U. S. BRANCH 
Frank & Du Bois, United States Managers Ernest B. Boyd, Underwriting Manager 
Harry F. Wanvig, Branch Secretary Frank B. Martin, Supt. of Agencies 
NO. 80 MAIDEN LANE, NEW YORE 
New York Life Insurance and Trust Co., U. S. Trustee, No. 52 Wall St., New York 
DEPARTMENTS—METROPOLITAN, Willard S. Brown & Co., Managers, New York, 
N. Y.; CAROLINA-VIRGINIA, Harry R. Bush, Manager, Greensboro, N. C.; 
SOUTHEASTERN, “> & Hopkins, Managers, Atlanta, Ga.; LOUISIANA and 
MISSISSIPPI, Jas. . Ross, Manager, New Orleans, La.; PACIFIC COAST, Jas. C. 
~ nston, Manager, } K. Hamilton and McClure Kelly, Assistant Managers, San 
Francisco, Cal. 


The “Yorkshire” 








INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 
RICHARD D. HARVEY 


United States Manager 


United States Branch 
92 William Street, New York 











Capacity For Local Agents 


You can use our capacity as your own to take care of additional business 
beyond the capacity of admitted Companies. 


Our capacity is as high as $150,000 on a single risk with immediate binders 
and 10% commission to brokers. Guaranteed Underwriters. Use our special 
Surplus Line Department. Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 
19 Cedar St. 1015 California St. #4, Sugemer St. Nicollet Ave- 
NEW YORE DENVER LUTH INNEAPOLIS 
Ford Bld 17 St. John St. 23 Leadenhall St. 
DETROI MONTREAL LONDON 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 

















November 3, 1916. 


THE EASTERN 


UNDERWRITER 


13 





NIAGARA AGENT FOR 55 YEARS GENERAL ADJUSTMENT BUREAU 


LATEST LIST OF MEMBERSHIP 





Ss. R. KNAPP ALSO OWNS STOCK 





Peekskill Agent Has Averaged Low 
Loss Ratio—Company Writes 
Congratulatory Letter 
S. R. Knapp, of Peekskill, N. Y., has 
the unique distinction of being in point 
of service the oldest agent of the Ni- 
agara Fire, having received his appoint- 
ment on November 1, 1861. He will be 
eighty-four years old on December 9, 
and is still active in business. He is 
also one of the oldest stockholders of 
the Company. Naturally, a man of his 
standing should make a good insurance 
agent and that Mr. Knapp has been, be- 
ing the underwriting type of agent in 
the best sense. His loss ratio has aver- 


aged low. 
Letter From Vice-President Lane 
In commemoration of Mr. Knapp’s 


fifty-five years as representative of the 
Company Vice-President Lane, of the 
Niagara, wrote him the following letter 
this week: 

Dear Mr. Knapp: The old records of 
the Niagara show that you were appoint- 
ed on November 1, 1861, which, in a few 
days will represent an uninterrupted 
business relation of fifty-five years, and 
so far as we know, you are the oldest 
living representative of our Company. 

We find, too, that since October 21, 
1857, you have been one of our stock- 
holders. So it appears that your con- 
nection with the Niagara, both as a 
shareholder and as an active agency 
producer, has been for an unusual pe- 
riod of time. 

Permit me, in behalf of the directors 
and our Official staff, to congratulate 
you, and to thank you for the fidelity 
and skill with which you have attended 
our affairs for so long a time. 

While I am young in years and par- 
ticularly so in the service of this Com- 
pany, it is a source of strength and in- 
spiration to feel that we can continue 
to look forward to your future service 
and influence in the same full degree 
that we have enjoyed it in the past. 

Some conditions of modern business 
tend to extinguish sentiments and per- 
sonalities, but we belong to that school 
which believes that if the analysis were 
possible, the presence of both would be 
discerned in the balance sheet of any 
broadly managed corporation. 

Mr. Knapp’s Reply 

In a letter to Vice-President Lane, 
Mr. Knapp replied as follows: 

I thank you for your kind and ap- 
preciative note. It was at the sugges- 
tion of Mr. Irving, who I think was 
the first secretary of the Company, with 
whose family I was intimately acquaint- 
ed, and who resided here in Peekskill, 
that I became a stockholder in 1857, and 
after the death of his son in 1861 I was 
appointed agent. 

I have never had any cause to regret 
holding these pleasant relations to the 
Company, and I trust they may con- 
tinue during my life. I write this with 
my own hand, which you sée is steady, 
even in my eighty-fourth year. 














Officers, Directors and Branch Manag- 
ers Given—Offices Now in Five 
States 





The following is a list of stockhold- 
ers of the General Adjustment Bureau, 
as of October 1, 1916: 


Aachen & Munich 


Aetna 

Agricultural 

Albany 

American, Newark 
American Central 
Assurance Co. of Am. 
Atlas 
Automobile, 
Boston 
British America 
Caledonian 


of Hart. 


Camden 
Capital 
Citizens 
City of New York 
Commerce, Albany 


Commercial Union 
Continental 
County Fire 
Detroit F. & M. 
Farmers of York 
Federal 
Fidelity-Phenix 
Firemen’s Fund 
Firemen’s, N. J. 
Fire Association 
Franklin 
General Fire 
Georgia Home 
German-Amer., 
German-Amer., 
Germania 
Girard F. & M. 
Gien Falls 
Globe & Rutgers 
Granite State 
Hamburg-Bremen 
Hanover 

Hartford 

Home 

Humboldt 

. Co. of N. A. 
Ins. Co., 
Law Union & Rock 
L. & L. & G. 
London Assr. 
London & Lanc. 
Mass. F. & M. 


Balto. 
N. Y. 


State of Pa. 


Merchants 

Michigan F. & M. 
Milwaukee Mechanics 
Nat.-Ben Frank. 
National Hartford 
National Union 
Newark 

New Brunswick 
New Hampshire 
New York Und. 
Niagara 
Nord-Deutsche 

North Brit. & Merc. 
Northern Ass., London 
Northern, N. Y. 
North River 
Northwestern Nat. 
Norwich Union 

Old Colony 

Orient 

Palatine 
Pennsylvania 

Phila. Und. 

Phoenix, London 
Phoenix, Hartford 
Pittsburgh 
Providence Wash. 
Prussian National 
Queen 

Reliance 

Rhode Island 

Royal 

Royal Exchange 

St. Paul F. & M. 
Scottish Union & Nat. 
Security, New Haven 
Springfield F. & M. 
Standard, Hartford 
Sun Ins. Office 

Svea Fire & Life 
United Firemen’s 
Urbaine 

Virginia F. & M. 
Westchester 
Western, Toronto 
Western, Pittsburg 
Williamsburgh City 
Yorkshire 


The directors of the General Adjust- 
ment Bureau are F. C. Buswell, C. D. 


Dunlop, G. B. Edwards, 


Henry W. 


Faton, Geo. M. Lovejoy, F. R. Millard, 


John B. Morton, 
A. H. Wray. 


Cecil F. Shallcross, 


Cc. D. Dunlop is president; C. F. Shall- 
cross, vice-president; W. J. Greer, gen- 
eral manager; Wilfred Garretson, asst. 
general manager; \N. D. Bassett, secre- 


tary. 
The branch 
charge follow: 


New York State—Albany, 


offices and those 


in 


Te. es 


Lenox, manager; Syracuse, E. E. Heins, 


manager; 
manager; 


Rochester, Chas. C. Greene, 
Buffalo, John F. Rice, man- 


ager; Malone, Wm. H. Kilpatrick, man- 


ager. 


Pennsylvania 


Philadelphia, John G. Monrose, man- 
ager, J. Milton Young, assistant man- 


ager; Scranton, 


phia Office; 


Philadelphia Office; 
vey W. Russ, manager; 


Harrisburg, 


Reports to Philadel- 


Reports to 
Pittsburgh, Har- 
Oil City, Re- 


perts to Pittsburgh Office; Altoona, Re- 
ports to Pittsburgh Office. 
New England 

Boston, Arthur A. Clarke, manager. 








Transit Insurance for Household Furniture 


A form of insurance for which there 
is a considerable demand is that cov- 
ering household furniture and personal 
effects while being transported by rail- 
road or other conveyance. Much of 
this class of property is constantly be- 
ing moved from one town to another or 
from one part of the country to an- 
other and agents are frequently asked 
in regard to the insurance protection 
that can be secured on such shipments, 
says the “Hartford Agent.” Continu- 
ing that paper says: 

To fill the demand for this form of 
coverage we have prepared a special 
form of trip transit policy. This con- 
tract covers damage caused by fire, de- 
railment and collision while the prop- 
erty insured is being transported on 
board railroad cars; and also covers 
against the risks of fire and collision 
with another vehicle in respect to 
property insured while being conveyed 
in motor trucks. Agents holding open 
marine policies under which certifi- 
cates covering special risks are issued, 
may, if they prefer, cover household 
furniture risks of this character by 
issuing certificates under their open 
policies instead of using the special 
form of trip transit policy referred to 
above. If the business is handled in 
this way, however, care must be taken 
to have the proper clauses endorsed on 
the certificates that are issued. 

The motor truck has rapidly come 
into favor for moving shipments of 
household furniture from place to 
place, and is much used now even for 
trips of considerable length. Besides 


the promptness of delivery that can be 
secured by having goods transported 
by truck direct to their destination as 
compared with the slowness with which 
they often move when sent as freight 
by railroad, there is a saving of two 
or more loadings and unloadings which 
is an important consideration, for 
through frequent handling considerable 
damage is often done to expensive 
pieces of furniture. 

Rates on shipments of goods by rail- 
road or motor truck are based upon 
the length of the haul and rates by 
railroad are further divided into two 
classes; the lowest rate covering ship- 
ments made under the regular uniform 
bill of lading, and the second rate ap- 
plying to shipments under a wholly or 
partially released bill of lading. 

A released form of bill of lading is 
one under which, in consideration of a 
lower freight rate being paid, the car- 
rier is freed from certain liabilities for 
damage to goods while in its posses- 
sion. Insurers find it cheaper to ship 
under such a bill of lading and pay the 
rate charged by the insurance company 
for protecting the goods during trans- 
portation than to accept the full bill of 
lading and pay the additional freight 
rate charged by the carrier. And, 
owing to the promptness with which 
claims can be collected under our 
policies, it is much more satisfactory, 
even when goods are shipped under an 
unreleased bill of lading, to have them 
insured than to have to wait the time 
necessary to collect a claim from-a 
common carrier. 








MEDAL FOR SERVICE 





Continental Recognizes Veterans— 
S. J. Jones, Rushville, Represents 
Company 49 Years 





The Continental has given an attract- 
ive service medal to representatives 
who have been with the Company a 
long time, either in the home office, the 
field or as local agents. The following 
are the local agents in New York State, 
together with the years which they 
have represented the Company: 

46 to 50 Years 

S. J. Jones, Rushville, 49 years; 
Uriah E. Terwilliger, the Terwilliger 
Agency, Ellenville, 46 years. 

41 to 45 Years 

Wm. D. Norton, Phelps, 44 years; 
Thomas J. Ritch, Jr., Port Jefferson, 
43 years; A. B. Hendricks, Red Hook, 
41 years; Chas. H. True, Pittsford, 41 
years. 

36 to 40 Years 

J. A. Reynolds, Kinderhook, 40 years; 
W. A. Jones, W. A. Jones & Sons, Inc., 
Beacon, 40 years; R. J. Hunt, Hunt & 








Maryland 
Baltimore, Geo. J. McCaffrey, man- 
ager. . 
West Virginia 
Charleston, Wylie Irwin, staff ad- 
juster; Clarksburg, J. Fred Neill, staff 
adjuster. 











TWO OF-THE OLDEST AND STRONGEST FIRE INSURANCE COMPANIES IN FRANCE 


ORGANIZED 1819 


Losses Paid: 


$79,029,547.12 


GENERAL FIRE 


ASSURANCE CO. 


OF PARIS 


FRED. S. JAMES 
GEO. W. BLOSSOM 
W. A. BLODGETT 





Losses Paid: 


URBAINE | 


FIRE INSURANCE Co. 





123 WILLIAM STREET, NEW YORK 


ORGANIZED 1838 
$62,613,502.02 











OF PARIS 


FRED. S. JAMES & CO. 


United States Managers 


c. B. G. GAILLARD 
Assistant Manager 








Bower, Trumansburg, 39 years; Wm. S. 
Kennedy, Troy, 38 years; Mrs. M. Le 
Fevre Eltinge, New Paltz, 38 years; 
Wilson Miller, Valatie, 38 years; Jehiel 
S. Raynor, J. S. Raynor & Son, East 
Moriches, 38 years; Wm. C. Windsor, 


Windsor & Sanborn, Canaseraga, 36 
years. 
31 to 35 Years 
J. H. Snyder, Philmont, 34 years; 
Bernard H. Oberdorf, Dansville, 34 


years; M. B. Ferris, Spencer, 32 years; 
Earl E. Ellis, Camillus, 32 years; Ralph 


S. Bowen, Bowen, Perry & Forbes, 
Syracuse, 32 years; H. D. Preston, 
De Ruyter, 32 years; S. E. Braman, 


Palmyra, 32 years; Nicholas R. Espen- 
scheid, Alton, 31 years; William J. 
Sendrock, Smith, Davis & Co., Buffalo, 


31 years; F. W. Thomas, Silver Creek, 
31 years; N. S. Dailey, Penn Yan, 31 
years. 


25 to 30 Years 

Frank A. White, Ingham, White & 
Co., Saratoga Springs, 30 years; T. Ell- 
wood Carpenter, Carpenter & Pelton, 
Inc., Mt. Kisco, 30 years; Clinton P. 
Lampman, St. Johnsville, 30 years; 
William D. Sippell, Boonville, 30 years; 
T. S. Hulse, West Town, 29 years; Os- 
car V. Barger, Barger & Powell, Peeks- 
kill, 28 years; Charles B. Nash, Nash 
& Ames, Norwich, 28 years; A. V. D. 
Wallace, Goshen, 27 years; Eugene F. 
Parker, Bath, 27 years; Alexander M. 


Holden, Honeoye Falls, 27 years; Ed- 
ward N. Terwilliger, the Terwilliger 
Agency, Ellenville, 26 years; Joseph 


Hepworth,.New York Mills, 26 years; 
George Harris, Norwood, 26 years; W. 
H. McAlpine, Stamford, 26 years; C. 8S. 
Cadwallader, Smith, Davis & Co., Buf- 
falo, 26 years; John O'Malley, Barker, 
26 years; John Broughton, Covington, 
26 years; Edward A. Gifford, Gifford 
& Porter, Athens, 25,years; William O. 
Remsen, Marshall & Remsen, Port- 
chester, 25 years; S. Elmore Burton, 
Gloversville, 25 years; George D. Cham- 
berlin, Franklin, 25 years; H. W. Wee- 
den, Morris, 25 years; Dexter A. Leg- 
gett, Gouverneur, 25 years; Miss Au- 
gusta E. Pierson, Churchville, 25 years. 


WITH FIREMEN’S FUND 
George W. Campbell, former special 
agent of the Newark Fire in Georgia 
and Louisiana, has gone with the Fire- 
men’s Fund. 
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NEW JERSEY NOTES 








THE $2 MINIMUM 


Interpretation of New Jersey Schedule 
Rating Office—Not an Annual 
Premium 


The New Jersey Schedule Rating 
Office has made the following interpre- 
tation of the section in the handbook 
of rules relative to “the ‘minimum pre- 
mium’ not less than $2”: 

This opinion is handed individually 
t> you in order that you may under- 
stand how this Office will operate the 
filing of the $2.00 minimum premium. 

This is not an annual premium, as a 
large number have inferred. If it 
were, a three year policy could not be 
written for less than $5.00, but it has 
in part, however, an annual considera- 
tion where insurances are written for a 
term less than one year from the fact 


that one year is generally the revolv-. 


ing point of all insurance charges, con- 
ditions and rules of practice. 

When the filed conditions will not 
produce a premium of $2.00 for a year 
or longer contract, the premium must 
be made in the sum of $2.00. Short 
rates of the $2.00 premium must be 
given in accordance with the filed short 
rate tables. 

This is logically necessary, otherwise 
our Commissioner of Banking and In- 
surance would not allow the filing of 
a $2.00 minimum premium. 

Example: Assume that the filed 
conditions have produced a pre- 
mium for one year of $2.50. This 
premium is subject to the short 
rate tables for periods less than 
one year. If written for four months 
the premium would be $1.25. It is 
not the intent of the rule to take 
away from a premium of $2.50 or 
other amount the privilege of short 
rate table. 

Assume again that the filed con- 
ditions produce a premium of $1.80 
for one year. This must neces- 
sarily, under the rule, be made 
$2.00, and if we do not allow this 
premium to be subject to the short 
rate tables, or $1.00 for four 
months, we have filed a condition 
of very plain discrimination from 
the fact that the $2.50 premium can 
have a premium of $1.25 for four 
months, and the $2.00 premium 
would have to pay $2.00 for four 
months, if otherwise than ruled 
upon in this opinion. 

On the same line of argument, it will 
be necessary, (where filed conditions 
produce an annual premium of less 
than $2.00) to include additional 
charges for privileges before it is de- 
cided that the $2:00.-minimum premium 
shall be charged. 

Example: Premium figures under 
the filed conditions $1.50. This can- 
not be made $2.00 and afterwards 
add the charges for privileges. You 
must first add to $1.50 premium the 
charges for privileges, and if these 
charges carry the $1.50 premium to 
$2.00 or over the minimum pre- 
mium filing is satisfied. 

ATLEE BROWN, 
Expert. 





WASN’T COVERED 


Two Losses By a Newark Business Man 
Experienced in One Day 
Taught Him Lesson 





The head of A. Hollander & Son, a 
well-known ‘Newark business concern, 
has had a splendid object lesson of the 
need of thorough insurance protection. 
On one day a boiler in his house ex- 
ploded, flooding the rooms with water; 
ard thieves stole articles from his fac- 
tory. The water loss is $4,000, and the 
burglary loss, $7,500. In other words, 
he found not carrying boiler and burg- 
lary insurance an expensive Oversight. 





FRELINGHUYSEN ON STUMP 





Insurance Man Says European Goods 
Will Be Dumped on This Market 
After War 


Joseph S. Frelinghuysen, the insur- 
ance man who is running for United 
States Senator in New Jersey, spent 
Tuesday and Wednesday in Hssex 
County, and was given a great recep- 
tion. In a speech he said: 

“Reports from many countries of Eu- 
rope bring the news that warehouses 
are being filled with goods to be 
shipped here just as soon as there are 
ships to transport them. Unless our 
manufacturers are protected from this 
foreign competition, there will be a 
trade war most disastrous in its effect 
upon the American people. 

“The wage earner will be the man 
who will sustain the greatest loss. 
Any change in industrial conditions 
always brings the greatest loss upon 
the laboring man, and I am pleased to 
note that this fact is being realized 
throughout the State in a marked de- 
gree. 

“There is no question as to the need 
for amending the Underwood tariff law. 
Many Democrats reluctantly admit this 
fact, yet they are not at all construc- 
tive in their policies.” 


WANT RESIGNATIONS WITHHELD 








Ask Charles Dodd and Frank Heller to 
Retain Office in Good Practice 
Club 





At a meeting of the Good Practice 
Club of Newark, Charles Dodd, presi- 
dent, and Frank Heller, secretary, re- 
signed. Efforts are being made to in- 
duce them to reconsider their resigna- 
tions. Both are representatives of the 
best type of Newark local fire insurance 
men; both have done splendid service, 
and the Good Practice Club wants to 
avail itself of their services for an- 
other year. 





STANDS FOURTH 





Underwriters’ Association of New Jer- 
sey One of Largest Agency Or- 
ganizations in County 





The Underwriters’ Association of 
New Jersey—as the local agents’ orga- 
nization is called—now stands fourth 
in size. Massachusetts leads with 527 
members; next is Ohio with 519; then 
comes New York with 489. 

New Jersey is the second State to 
increase its dues to $5 a year to cover 
the increased cost of National Associa- 
tion of Insurance Agents’ work. 


NEED OF ELECTRICAL INSPEC- 
TIONS 

In commenting upon the good work 
o: the Insurance Society of Newark in 
the matter of electrical inspections, 
one prominent local agent in north New 
Jersey said this week that if there had 
been such electrical inspections in 
Hudson County the companies would 
not have had to pay a loss on a Jersey 
City church fire which was in the fire 
record of last week. 


MEET IN ATLANTIC CITY 
Several underwriters, who have New 
Jersey jurisdiction, met in Atlantic 
City this week, and: discussed affairs 
of the State. After the meeting the 
underwriters adjourned to the golf 
links. 








BACK AT DESK 
Vice-President Bailey, of the Ameri- 
can of Newark, has returned to his 
desk, having recovered from a severe 
iliness. 


VISITED NEW ENGLAND 
Thomas L. Farquhar, secretary of 
the Newark Fire, has returned from a 
trip to New England. 





BLACK TOM’S LESSON 





Adequate Regulations Needed to Pro- 
tect Property From Destruction By 
Explosives in Transit 





The recent destruction on Black Tom 
Isiand, in New York Harbor, of several 
million dollars’ worth of merchandise 
stored in about twenty substantially con 
structed warehouses, all well equipped 
with automatic sprinklers, was due to 
the proximity of high explosives, and 
has emphasized at great cost the need 
of adequate regulations to protect such 
enormous property values from whole- 
sale destruction by explosives’ in 
transit, said F. J. T. Stewart, superin- 
tendent Bureau of Surveys, New York 
Board of Underwriters, in a recent ad- 
dress. Continuing, he said: “In advance 
of this occurrence it seemed incon- 
ceivable that such vast wealth of mer- 
clhandise in the custody of the United 


States Customs Department, and sup- 
posedly in safe storage, would be jeop- 
ardized by establishing a terminal yard 
for high explosives immediately adja- 
cent thereto; yet the courts have held 
that municipalities have no authority 
to regulate interstate commerce, and 
ne other authority has yet regulated in 
any way the handling of cars cOntain- 
ing high explosives when stored in or 
passing through cities. Until such 
regulations are adopted it will ‘be im- 
pessible to determine whether another 
such explosion, with possibly greater 
destruction, may not strike any prop- 
erty adjacent to railroads.” 





PENNSYLVANIA COLLECTIONS 


Collections in Pennsylvania are in 
bad shape and specials are being 
pushed to correct credit conditions. 
One special told of several instances of 
agents giving checks with the date 
blank, 





Experienced Casualty Man will buy 


Address: ‘“*E. E.” in care 


INTEREST IN AGENCY WANTED 


Insurance Agency within 100 miles of New York 


an interest in a well established Fire 


of The Eastern Underwriter 








1853 Sixty-Third Year 1916 


FARMERS’ 
Fire Insurance 
Company 


YORK, PENNSYLVANIA 


Assets (Dec. 31, 


a aa $1,099,331.19 
Net Surplus (Dec 
a. re 496,079.49 


W. H. MILLER, President 
A. S. McCONKEY, Sec. and Treas. 





THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy, 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. iano Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
‘ “NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 
100 WILLIAM STREET, NEW YORK 











Organized 1817 
Cash Capital $750,000 


E. CO. IRWIN, President >. 


FIRE ASSOCIATION PHILADELPHIA ¥ 


Office: Company’s Building, 407-409 Walnut St. 
Incorporated 1820 


H, CONDERMAN, Vice- 
. G@, GARRIGUES, Sec. and T Vice-President 
R. N. KELLY, Jr., Asst. Sec. and Treas. 





Charter Perpetual 
Assets $9,091,141 


reas. 


1817 








BRITISH AMERICA 


ASSURANCE CO. 


Incorporated 1833 


Head Office, Toronto, Canada 
United States Branch 
January 1, 1916 
Assets 
Surplus in United States..... 621 
Total losses paid in United 
States from 1874 to 1915, 
inclusive 23,984,892.36 
W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Mgr. 
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207th Year 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 

54 Pine Street - New York 
WESTERN DEPARTMENT: 

76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 

















Insurance Company 


ROBERT J. WYNNE, President 


NET SURPLUS, $377,447 





First National Fire 


WASHINGTON, D. C. 


Statement January 1, 1916 
CAPITAL, $912,502 
RESERVE FOR ALL OTHER LIABILITIES, $523,785 


of the United States 


JOHN E. SMITH, Secretary 


ASSETS, $1,813,734 
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Says There Should Not 
Be Profit in Insurance 
(Continued from page 1.) 


an adequate provision against a risk for two 
reasons. First, the premium charged is not 
exactly adjusted to the risks. Part of it is 
pure premium, part additions for expenses, so 
the premium fluctuates quite independently of 
the risk assumed. Under the present system 
the reserve varies with it, being sometimes 
too great, sometimes too small in relation to 
the risk. In any case it is inexactly adjusted 
to it. Second, under the present system that 
proportion of the premium which is re arded 
as necessary to cover the risk; that is, the re- 
serve is not the pure premium, as it should 
be. Under the existing system it is that por- 
tion of the premium which is assumed to be 
unearned; this is quite independent of the 
amount at risk, which is what the reserve is 
intended to provide for. By this system the 
reserve is a fluctuating amount, determined not 
by the probable loss to be met in any given 
risk, but by the premium any company de- 
cided, for any reason to accept. The principal 
objection, then, to basing reserves on pre- 
miums is that the reserve is not then adequate 
provision for the risk. _ 

In the second place, this reserve system en- 
courages cutthroat competition. Where there is 
no legal requirement set up on the basis of the 
risk assumed and where the premium, and so 
the reserve, is practically determined at the 
pleasure of the company, a powerful weapon 
is put in the hands of large companies with 
which to crush out the competition of newer 
and weaker companies. And this practice is 
not only objectionable because it is a 
thoroughly unfair means of competition, 
although that in itself is very serious, but 
because, as is quite evident, the more in- 
adequate the premium the more inadequate the 
reserve and the less certain the protection of 
the insured. 

The third objection to this reserve system is 
that it unnecessarily increases the difficulties 
which naturally beset a newly organized com- 
pany. It leads to an excessive number of fail- 
ures among new companies. 

A fourth objection to this system is that mak- 
ing premiums the basis of reserves leads to 
ignoring the interest earned on the reserve 
fund. This tends to encourage extravagance 
in management a under certain  circum- 
stances, to keep premiums abnormally high. 

The reason why this reserve system has led 
to thus ignoring interest earned on reserve is 
that calling this reserve an unearned premium 
reserve aa making its object the reinsurance 
of unexpired risks in case the company retires 
from business, has encouraged the belief that 
it is simply an element in the financial opera- 
tions of the company and not part of its under- 
writing business. Where a company is re- 
quired by law to set up a reserve, the explicit 
object of which is to provide against the risks 
assumed, it becomes clear that this reserve is 
really the property of the policyholders and is 
held in their interest by the company, that it 
is an essential element in the underwriting of 
risks, and that the earnings on the reserve heel 
are a part of the underwritin 

Fifth, The lack of a sound reserve system 
has prevented the mutual and _ co-operative 
ideal from entering into the fire business to 
any such extent as it has entered the life 
business. 


Would Do Away With Profit 


Continuing Mr. Nesbit says that an 
adequate fire reserve for fire risks 
would encourage mutualization in the 
fire business. It should not be more 
difficult to calculate the probable per- 
centage of annual loss on a given 
number of brick dwellings than it is to 
calculate the probable number of an- 
nual deaths on a given number of 
individuals, he says. While security is 
the first and greatest need of insurance 
the lowest possible cost is only second 
in importance. He then voices the 
following sentiment: 


“The profit idea in insurance is a 
two-edged sword. The fact that com- 
panies want a profit from the insured 
leads to the idea of the insured realiz- 
ing a profit from insurance. There is 
no place for profit in indemnity. Just 
compensation for loss excludes any 
idea of profit, and so no charge in- 
volving more than the cost of paying 
losses and the just and legitimate 
expense of conducting the business 
should enter into the calculation of 
premiums.” 

Mr. Nesbit calls attention to the 
work of the actuarial bureau of the 
National Board of Fire Underwriters, 
and adds: “This information is avail- 
able. It seems clear that the next 
step is to take advantage of it, to 
revise the reserve system in the fire 
insurance business; to base fire re- 
serves on the risks assumed, he says. 
Reserves should be fixed independently 
of premiums, he says. This is the 
burden of the speech he made at the 
commissioners’ convention in Rich- 
mond.” 


business. 


Talks of Commissions 

After discussing reserves Mr. Nesbit 
took up commissions, saying: 

Arising from the fundamental error in the 
reserve system, we find a series of bad methods 
in_ the conduct of the fire business. 

They are of long standing, and, while read- 
ily recognized as wrong in practice and evil in 
results, they are not to be easily corrected. 
Chief among these I would put the present com- 
mission system of compensating agents by a 
fixed portion of all premiums received. When 
to this practice is added a feverish competi- 
tion between companies for business we have 
the material for most disastrous results. This 
system of commissions puts no premium on the 
underwriting ability of the agent, but rewards 
him in proportion to the volume of business he 
secures, irrespective of its quality. In an at- 
tempt to remedy the entirely evil results of 
this system, an extensive and very expensive 
inspection system has grown up in the fire 
business. Where a contract is being entered 
into for 20 years or more, an original inspec- 
tion charge does not amount to much on the 
total premiums, but in the fire business most 
of the inspection is of risks assumed for one 
year or less. The life contract is so made that 
once in force it is financially disadvantageous 
to drop it and take out another in its place; 
the fire contract, on the other hand, offers no 
reward to the assured for continuing year after 
year with the same company. Yet in dwellings 
especially this seasoned business is far the 
best. It seems to me in the reorganization of 
the fire business due regard should, in the in- 
terest of sound business and economical man- 
agement, be given this question. 


Discount to Assured for Renewals 


The suggestion has been made that for re 
newing his own insurance the assured should 
be allowed a discount equal to the usual brok- 
erage commission. a 10 per cent. reduction 
on all renewal premiums was_ uniformly 
granted, it would certainly tend to a permanency 
in the relationship between the company and 
their policyholders now generally unknown. 

The present commission system to agents 
creates the greatest activity on the part of 
agents in getting the insured to change his 
company. In fact, the only protection against 
constant changing of companies is the payment 
of a renewal commission just as large as the 
original commission. This entire situation is 
one which can not be justified by any insur- 


ance man, financier, or economist from any 
standpoint whatever. 
Another evil practice which results in a 


large part from this competitive agency sys- 
tem, where volume of premiums seems to be 
the only thing required, is that in the great 
majority of fires, settlement results in a finan- 
cial advantage to the party suffering the “loss.” 
The majority of fires result in a loss of under 
$50, and a lee part of these occur in dwel- 
lings. I think it is a safe statement that 85 
per cent. of all losses paid of less than $50 
in amount result in a profit to the people who 
suffer the “loss.” Curtain fires; holes burned 
in rugs or carpets; fancy-lamp fires, where the 
shade _ is burned up; umbrella fires, where 
lighted matches are thrown in the umbrella 
stands; closet fires, etc.—in nine out of ten in- 
stances the adjustment of these small losses 
results in replacing old furniture with new, 
and is financially profitable to the persons hav- 
ing the fire. When we add to this situation 
the competition to get business and the fact 
that an agent is paid for the premiums col- 
lected, irrespective of the resulting loss or 
profit to his company, we begin to see some 
of the big and fundamental causes for the un- 
satisfactory condition of fire insurance through- 
out the United States. 

It is certainly debatable whether a fire re 
sulting in a loss of a very few dollars should 
be charged to the general insurance fund. 
Whether the individual should not always un- 
derstand that carelessness with fire is to 
always result in loss to him and never to re- 
sult in profit. 

Another curious result of the present com- 
mission agency system is that when receiving 
compensation the agent is the agent of the 
company. He is the agent of the company 
when making the contract, but when the fire 


occurs, in many instances, especially if the 
loss is small, he becomes the agent of the 
assured. 


Insurance men from all parts of the 
country and companies writing all lines 
of business have reported their busi- 
ness thus far in the year to be far in 
excess of that of any year previous. 
It would begin to look as though 1916 
were going to see the establishment 
of many production records which will 
be hard to better in years to come. 


An Echo of the Chicago Fire 


New York Underwriters’ Agency’s Booklet Poetically Describes 
Events Following Conflagration 


The Chicago fire occurred forty-five 
years ago and the New York Under- 
writers’ Agency has issued a little 
booklet, in which the poem “Mrs. 
Leary’s Cow, a Legend of Chicago,” 
written by the late C. C. Hine, and pub- 
lished in 1872, is reprinted, together 
with quaint pen and ink sketches, two 
of which are reproduced herewith. The 
poem starts out with this pen picture 
of the historic animal— 

This is the cow, at the Leary back 

gate, 

Where she stood on the night of 

October the 8. 





AS HE SEES 
HIMSELF 


THE ADJUSTER 


Among the illustrations is one of a 
frame row, of which there were mafy 
in Chicago at the time of the fire, and 


the row is in part described in this 
fashion— 
This is the frame range of best 


northern pine, 

The banquet on which 
flames love to dine, 
Which agents so oft manage not to 

decline, 
But on it will 
line,” 
Because—don’t you 
mish is so fine. 


hungry 
write a “moderate 
see—the com- 


the 
two 


poem is 
fanciful 


Considerable space in 
given to adjusters, and 





TO START SCRANTON AGENCY 

Edward B. Pierce, who has ‘been with 
the Armstrong Agency at 55 John 
Street, for the past four years as sec- 
retary and treasurer, will open an 
agency in Scranton, Pa. Previous to 
kis connection with the Armstrong 
Agency, he was with a casualty com- 
peny for seven years in Pennsylvania 
territory. 


LYNCH BROTHERS WIN CASE 
Daniel W. and Cornelius Lynch, of 
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HENRY J. HOUGE' B. M. CULVER 
Assistant Secretaries 





INTEGRITY SERVICE 






A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, etc. 
Works in Harmony with American Agency Principles and Practices 






JAMES H. BREWSTER, Manager 
Hartford, Conn. 








views of the much-harassed adjuster af- 
ter the fire are reproduced herewith. 

The booklet contains a letter written 
on December 3, 1871, by Field, Leiter 
& Co., John V. Farwell & Co., and 
many other of the then leading mer- 
cantile firms of Chicago, addressed to 
the New York Underwriters’ Agency, 
and reading as follows: 


The course pursued by your com- 
panies in the adjustment and pay- 
ment of our own claims, and, so far 
as we know alli claims for losses in 
the great fire in Chicago, has been 
so highly honorable, 


prompt and 





AS THE 
SEES HIM 


straightforward, and marked 


by 
such apparent desire to deal just- 


ly towards all parties, under all 
circumstances, that we desire vol- 
untarily to acknowledge it to the 
business public. We conceive that 
no stronger test could be made, 
both of the responsibility and of 
the integrity of an insurance or- 
ganization, than yours has passed 
through here successfully and cred- 
itably. With unimpaired capital 
and undiminished responsibility, 
and a record for equitable settle- 
ment, certainly surpassed by none, 
we congratulate you on the career 
of future prosperity to which your 
actions here have so justly entitled 
vou. 








that burned in February, have won 
their case against one of the fire in- 
surance companies, growing out of the 
loss. The case will go to the Appel- 
late division, action against several 
companies pending the verdict in the 
higher court. 


Is With W. F. Fuerst & Co. 


Oscar H. Stern, who for five years 
was in the Chicago office of Fred S. 
James & Co., and for the past four 
years has been attached to the New 
York office of that agency, resigned 
this week to go with William F. Fuerst 
& Co., Inc., New York, real estate and 
insurance brokers. He will assist How- 
ard Payne, manager of the insurance 
department of the firm. 


De Rivera Retires as Agent 


William J. de Rivera, who until Wed- 
nesday was metropolitan agent for the 
Pittsburg Underwriters, Teutonia Fire, 
Caledonian-American, and Humboldt 
Fire, plans to retire from the agency 
field and devote his time exclusively to 
his brokerage business. 
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Finds Inspiration For Compensation 
Rate Plan In E. G. R. Rating Schedule 


Albert H. Mowbray Advises Members of Casualty Actuarial and 
Statistical Society to Read Fire Insurance Book—Measuring 
Hazard by Actual Tabulated Experience. 











Albert H. Mowbray, secretary and 
actuary of the Massachusetts Employes’ 
Insurance Association, has advised 
every member of the Casualty Actu- 
arial and Statistical Society to get a 
copy of the book E. G. Richards, United 
States manager of the North British & 
Mercantile, has written on the fire in- 
surance rating system, called ‘“Experi- 
ence Grading and Rating Schedule.” 
He asks that the actuaries familiarize 
themselves with the work and form 
their judgment of its value on its indi- 
vidual merits. 

Mr. Mowbray’s reason for doing this 
is because he submitted to the Casualty 
Actuarial and Statistical Society last 
week a study of scheduled experience 
compensation rating, in which he out- 
Imed a plan of analyzed combination 
in groups, the inspiration of the plan 
being Mr. Richards’ book. The E. G. R. 
System attempts the measurement of 
the fire hazard by actual tabulated ex- 
perience. 

(Mr. Mowbray says that the present 
compensation rating schedules largely 
follow in form those in use for fire in- 
surance rating. These fire rating sched- 
ules were developed for application 
to a base rate made, he says, “solely 
upon personal judgment for an arbi- 
trary type .of risk having no relation 
to any found in practice.” He says the 
values assigned to the individual sched- 
ule items were also purely personal 
judgment values, “though, in fairness, 
it must be said that the judgments 
were of men of broad experience with 
large opportunity for observation.” 

Discusses Fire and Compensation 

Rating 

Continuing Mr. Mowbray said: 

“The base rate for the arbitrary type 
from which the schedule departures 
are taken is made in the same way. To 
this extent the system is consistent. 
But it is now proposed to try to base 
fire inurance rates on pure premiums 
derived from classified statistical ex- 
perience records and a fire underwriter 
of no less standing than E. G. Richards, 
U. S. manager of the North British and 
Mercantile Insurance Company and 
lately president of the National Board 
of Fire Underwriters has pointed out 
the inconsistencies of attempting to 
combine individual rate modification 
according to schedules of this type 
with classiication base rates so made. 
In the ‘Experience Grading and Rating 
Schedule’ he proposes a new system, 
which has suggested to the writer the 
present study. 

“Our present workmen’s compensa- 
’ tion rating schedules were doubtless 
inspired ‘by the existing fire schedules 
which seem to have been taken as a 
model. The values are likewise judg- 
ment values applied directly to the 
rate. They do not specify any definite 
standard underlying the base rate 
which, however, is assumed to be an 
average risk. This further complicates 
matters, for the average rarely, if ever, 
exists in actual life. It is purely a 
mental concept, a composite photo- 
graph of what has come into the range 
of observation. A statistical average 
is perhaps not too hard to deal with 
since by analysis we can determine its 
composition but while the average has 
not been determined from actual sta- 
tistics the problem becomes exceed- 
ingly complex, since each individual 
has his own impression based upon 
recollection of conditions he has ob- 
served. Hence has arisen the conflicts 
of opinion over the propriety of credits 
for certain conditions in place of 
charges for the lack of them.” 


Mr. Mowbray’s suggestions to the 
actuaries, after reading the E. G. R. 
book, are epitomized as follows: 


1. For suitably associated large groups of 
classifications the several sectional average pure 
premiums are to be determined. Note: The 
groups may and probably should vary for the 
several hazard fields or sections.) 

2. For the same groups the percentage cred- 
its and charges for the several grades are to 
be determined. 


3. The manual classification pure premium 
will be found by adding the several sectional 
or partial pure premiums found for the corre- 
sponding hazard field for the group in which 
it was placed. 

4. The individual risk is to be graded ac- 
cording to the schedules for the several hazard 
fields and the credit or charge as a percent- 
age of the manual rate will be found by add- 
ing together algebraically credits or charges on 
each hazard field (these being the proper per- 
centages of the corresponding pure premium) 
and finding the ratio of this sum to the manual 
classification pure premium. 

There remains to be considered the manage- 
ment or so-called moral or, as it seems more 
appropriately termed, “morale” hazard. It will 
he readily seen that this item cannot enter ad- 
ditively into the synthesis either of the manual 
or the individual rate. On first consideration, 
however, it would seem entirely proper to form- 
ulate a grading schedule for this element also 
and combine the entire experience in large 
groups of accident cost from all causes. Then 
do the same for the several management haz- 
ard grades and so determine the percentage of 
credit or charge to be applied to the manual 
rate. The writer could find no fault with this 
nroposal if he felt there were probably no corre- 


lation between physical condition and man- 
agement or moral hazard. On the contrary, 
however, it seems reasonable to believe there 
is a close correlation. This greatly complicates 


the matter thongh it is fair to say that this 
complication arises from the same reason with 
all plans of schedule rating. 

Tt would seem that a study of the extent and 
nature of this correlation should be made be- 
fore attempting to modify rates on account of 
this element. Some indication of the nature 
and devree of correlation would appear to be 
given if risks were graded for morale and the 
average grading on physical condition de- 
termined for each grade on morale. It might 
be that the proper multiplier on this account 
would be indicated by comparing the total 
actral losses for the risks in a given morale 
rank with the total projected losses assuming 
the average physical rating. 

It may be noted in closing the presentation 
of the foregoing theory that under it the vex- 
atiovs problem of whether application of the 
schedule will raise or lower rates and how 
much will not present itself. Manual rates so 
constructed automatically work out to reproduce 
the experience wpon which they were made and 
the individual adjustments will automatically 
balance. 

As Seen From an Insurance Department 

At the same meeting, Dr. E. H. 
Downey, special deputy of the Penn- 
sylvania Insurance Department, deliv- 
ered a paper on “Some Principles of 
Merit Rating.” Dr. Downey discussed 
some features of Mr. Mowbray’s paper. 
He summed up in part as follows: 


It is proposed to construct several 
industry-group schedules, each limited 
to such tangible hazards as can fairly 
be graded by inspection, to derive the 
premium values of these hazards from 
accident statistics, and to apply the 
values thus determined to the grading 
of individual risks by means of seore 
pcints which shall bear a simple ratio 
to classification basis rates. 

1. As a stimulus to accident preven- 
tion the suggested scheme should prove 
not less effective than the best existing 
schedule. Not only would it possess 
the same features of definite standards. 
specific enumeration of defects, and 
direct’ pecuniary incentive; it would 
set a more adequate value upon the 
major hazards, and it would allow full 
credit only for full compliance with 
the prescribed requirements. 

2. Since the item values of the sug- 
gested schedule would be proportionate 
to hazard weights in the particular in- 
dustry group, and since the establish- 
ment rate produced by the application 
of these item values would express the 
actual degree of compliance or non- 
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compliance with prescribed safety 
standards, the resultant premium in- 
creases and decreases should bear a 
tclerably close and uniform relation to 
etablishment hazard. That the pro- 
posed plan would afford an exact mea- 
sure of hazard differences between es- 
tablishments, even as respects the 
hazards taken into account, cannot, of 
course, ‘be pretended. It should, how- 
ever, give a far closer approximation 
to such a result than can ever be at- 
tained by a rating system built upon 
judgment values. 

3. Lastly, the structure suggested is 
such as to facilitate intelligent control. 
Inasmuch as all item values would be 
equivalent to percentages of basis 
rates, the premium effect of each item 
could readily be determined. The val- 
ues themselves could be revised when- 
éver necessary from later statistical 
experience and the premium results of 
such revision could be predicted with 
reasonable accuracy. The same re- 
mark would hold equally of the normal 
deficiency points for each industry 
group. These normals, indeed, would 
afford the readiest means of maintain- 
ing a balance of premium increases 
ard decreases, for any excess or deficit 
cculd easily ‘be wiped out. This high 
degree of flexibility is not least among 
the merits of the proposed hazard grad- 
ing schedule. No system of prospec- 
tive rating, not even the basis rates 
themselves, will ever achieve a perfect 
balance of projected with realized loss- 
es. To say nothing of inadequate ex- 
posures and of errors of judgment or 
of computation, accident rates are ever 
fluctuating from causes which cannot 
be foreseen. Whence the necessity that 
every element of rate making. whether 
for risk classes or for individual risks, 
snall be kept under continued statisti- 
cal obervation and control. 





SOCIETY NOTES 


Breed Will Act as Host to Field Club 
—Bachelor Dinner for Van 
Franken 





Members of the Albany Field Club 
cultivate the social graces. Witness: 

L. C. Breed, who recently went up- 
State for the National, will give a 
Dutch supper to the members of the 
Albany Field Club this week. Mr. 
Breed has met most of the members of 
the Albany Field Club and most of 
the members of the Albany Field Club 
have met Mr. Breed, but the Dutch sup- 
per will cement the cordial relations. 

R. F. Van Franken, special agent of 
the Home, let slip recently the infor- 
mation that he is to join the great 
army of the wed. The field club is to 
give him a bachelor dinner. 

Keeler’s Hotel, rendezvous of the un- 
derwriting Four Hundred in Albany, 
will be the scene of both the Breed 
and Van Franken festivities. 





Stanton With Farmer & Oakes 
George Stanton, who has been with 
E. E. Hall & Co., went with Farmer & 
Oakes this week. 





The Ithaca agency of Burns & Carey 
has been dissolved and the business 
will be continued under the name of 
Henry A. Carey. 


DROP IN EXCHANGE BUSINESS 





Plaint of Some Buffalo Agents—Com- 
panies Offered Unusually Large 
Lines 





Buffalo agents say that there is a 
decided falling off. in amount of ex- 
change business, and some of them are 
expressing dissatisfaction with the dual 
agency rule in that city. One tendency 
of the business has been the offering 
of unusually large lines to companies, 
a large part of which are re-insured, 
which has caused a loss of business for- 
merly handed around to various agen- 
cies. 

Some of the smaller companies have 
complained among themselves of the 
unusual size of lines being offered, not 
only in Buffalo but in some other cities, 
too. Companies are being asked to carry 
larger lines every day. 


E. H. WHITE MAKES CHANGE 

Edward H. White has resigned as 
special agent for the Prussian Na- 
tional and the Netherlands to become 
State agent for the City of New York 
Insurance Co., as of November 1, cov- 
ering Pennsylvania, Maryland and Vir- 
ginia, with headquarters at Phila- 
delphia. 








REPORT ON CO-OPERATIVES 

The returns of the Co-operative fire 
insurance companies as given in the 
report on these organizations just is- 
sued by the insurance department, 
shows in the aggregate moderate in- 
creases over the previous year. The 
insurance in force, all of which is on 
property located in this State, at the 
end of last year was $540,367,841, an 
increase of about $10,700,000. 





N. C. ROWLAND IMPROVING 

Neal C. Rowland, Rochester, N. Y., 
Siate agent of the Michigan Fire & 
Marine, and who recently underwent a 
surgical operation, is improving rapid- 
ly and expects to be ‘back on the firing 
line in a few days. ‘ 





WITH DELAWARE UNDERWRITERS 

William H. Wardsworth, who has 
been appointed special agent for the 
Delaware Underwriters’ in New York 
State, was at one time with Russell & 
Fairfield, Boston, after which he was 
special agent in New England for sev- 
eral companies. 





ENTER TWO MORE STATES 

The British Dominions has been ad- 
mitted to Pennsylvania and Ohio. Fred 
S. James & Co. are United States 
managers. 

The British Dominions has appointed 
A. M. Waldron and Curtin & Brockie 
agents in Philadelphia. 

M. T. Morehouse and Edward M. Wil- 
helm have been made Buffalo agents. 





TO EXTEND JERSEY BUSINESS 

Arthur C. Swinton has been appoint- 
ed general agent of the First National 
Fire for the State of New Jersey ex- 
clusive of Hudson County. The First 
National plans to extend its New 
Jersey local agency plant and appoint- 
ed Mr. Swinton to supervise the work. 

















November 3, 1916. THE EASTERN UNDERWRITER 17 
Casualty and Surety News | 
Liability Accident 
tus of Automobile ance carrier ay in that paced of ; 7” 
™ ao ore Disability 


Club of America 


OPERATES FOR PROFIT, SAYS 
COMMISSION 








Employe Hurt at Club is Awarded 
Compensation—Opinion of Indus- 
trial Commission 





In a claim against the Automobile 
Club of America, Zurich General carry- 
ing the insurance, the Company based 
its opposition to the claim upon the 
proposition that the Automobile Club of 
America is a membership corporation 
having no capital stock and formed for 
purposes quite other than those of pe- 
cuniary gain. In support of its conten- 
tion the Company put in evidence the 
year book of the Automobile Club of 
America for the year 1915, containing 
the certificate of incorporation, by-laws, 
etc. The question was whether, not- 
withstanding that it has not the legal 
power to operate for pecuniary gain, it 
may not be in fact accomplishing the 
same purpose, and whether if it be it 
can escape the usual consequences of 
such activities. 


The decision of the State Industrial 
Commission in part follows: 


This club, then, in effect, operates a 
garage and machine shop precisely as 
any garage or machine shop would be 
conducted by a private individual for 
personal gain. It buys and sells large 
quantities of material at a profit; it does 
an immense business in the repair of 
automobiles, charging a profit on the 
materials used, hiring a large number 
of men for one price and charging the 
owner of the automobile a larger price 
for the men’s services, out of all of 
which it is paying off some obligation 
to the club and accumulating a very 
considerable profit throughout the year. 


It is undisputed that the claimant was 
injured in the regular course of his em- 
ployment in this machine shop and that 
he worked under precisely the same 
hazard as other workmen in similar ma- 
chine shops carried on by private indi- 
viduals. There would, therefore, seem 
to be every reason for holding that the 
claimant is entitled to compensation 
for his injury unless the statute forbids 
it. It is quite evident that the question 
is not without its difficulties. No doubt 
the owner of an automobile might have 
a private repair shop of his own, where 
he or his chauffeur could make repairs 
to his own car, and such repair shop 
would not be held to come within the 
Compensation Law, owing to the pro- 
vision relative to pecuniary gain. It is 
probably true that two or more owners 
of cars might operate a private garage 
in the same way, but when it comes to 
a proposition of a very large number 
of such owners, establishing a regular 
machine shop, hiring men for no other 
purpose than repairs, charging a profit 
on the men’s labor, as well as upon the 
material used, and using that profit to 
pay off the underlying expense of estab- 
lishing a machine shop itself, the prop- 
osition seems to come at least within 
the spirit of the law, if it does not with- 
in the letter. 

The fact that the Automobile Club of 
America is formed under a charter 
which does not give it the right to oper- 
ate for pecuniary gain, to my mind, is 
not controlling if it be found, as I think 
it must be, that it is in fact operating 
a portion of its plant for pecuniary gain. 

It is also worthy of note that the club 
itself and the insurance carrier both 
seem to have proceeded on the assump- 
tion that its employes were covered by 
the Act, and this is emphasized by the 
fact that for many months the insur- 


sis of reduced earning capacity during 
the remainder of his disability. 





STARTS LECTURE COURSE 





New York Office of Fidelity & Deposit 
Begins Meetings for Accident 
and Health Agents 





The New York casualty office of the 
Fidelity & Deposit held on Tuesday the 
first of a series of lectures to the acci- 
dent and health agents and brokers at- 
tached to the office. There were about 
forty men present and the idea of con- 
tinuing the meetings was the result of 
the enthusiasm shown at the initial 
gathering. 

F. H. Fogelman, of the Sheldon School, 
talked to the agents on salesmanship 
on Tuesday. J. A. Campbell, who will 
direct the course, plans to have dif. 
ferent speakers and eventually install 
the regular course on salesmanship and 
efficiency as provided by any one of 
the several prominent business schools. 

The Fidelity & Deposit has in opera- 
tion throughout the country an acci- 
dent-health production contest which 
ends November 15 and in which the 
New York casualty office of the Com- 
pany is leading to date. It was this 
contest which started the weekly meet- 
ings. 





C. H. VAN CAMPEN SHOT 





Member of Fred L. Gray Co. Target 
for Bullet of Deputy Sheriff While 
Motoring in St. Paul 





C. H. Van Campen, of the Fred L. 
Gray Co., of Minneapolis, was shot twice 
in the face by a deputy sheriff while 
motoring in one of the suburbs of St. 
Paul. Mr. Van Campen claims not to 
have been going more than twenty-five 
miles an hour and when the officer shot 
at him, he thought he was being at- 
tacked by a hold-up man. 

Charges of assault have been lodged 
against the officer by the State Auto- 
mobile Association for his attack on 
Mr. Van Campen. 





APPOINT DETWILER & CO. 


The Fidelity & Deposit has appointed 
Walter S. Detwiler & Company, Phila- 
delphia, Pa., as general agents for the 
automobile department and for the 
miscellaneous liability lines and also 
for plate glass for Philadelphia and 
vicinity. The Company will continue a 
branch office for the accident depart- 
ment as in the past under J. Ernest 
Bouichou as manager. 

As soon as feasible ail automobile, 
plate glass and miscellaneous liability 
lines will be transferred from the 
branch office to the office of Walter S. 
Detwiler & Co. 
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NOT FAVORING STATE FUND 





Chairman of Pennsylvania Board Says 
He’s Neutral—Interest in Prompt 
Payment Only 





Chairman Harry A. Mackey, of the 
Pennsylvania Compensation Board, has 
issued a statement asserting that his 
board is not favoring the State fund. 
He said in part: 

“Many of our employers are looking 
for a cheap rate, but the thing to do is 
to inquire whether the rate is an ade- 
quate one, because if it is not no insur- 
ance carrier can survive. There ought 
to be plenty of competition. This law 
has created probably $30,000,000 worth 
of new insurance business in our State. 
No one should desire that the -State 
fund monopolize this business any 
more than any other company. There 
should be a fair field with no favors. 
All the various schemes of insurance 
that have been doing business in Penn- 
sylvania, having been approved by the 
State department at Harrisburg, have 
their own particular advantages. 

“Therefore any statement that our 
board is using its official influence to 
favor the State fund as against the old- 
line stock companies, or that we are 
addressing ourselves to the question of 
insurance at all, is entirely erroneous. 
As a matter of fact, we are opposed to 
creating a State monopoly. We are 
very carefully watching how each com- 
pany meets its obligations and the 
promptness with which our awards are 
paid and the spirit displayed by the 
vorious carriers towards the employes. 
We are interested in security and 
prompt payment only. As a board, we 
do not care what carriers come up to 
these conditions and all will receive 
our support and will be treated exactly 
the same in the determination of their 
cases.” 





TO MANAGE BURGLARY DEPT. 


H. F. Hollingsworth, superintendent 
ef the burglary department of the Lon- 
don & Lancashire Indemnity, resigned 
this week to go with the Hartford Ac- 
cident & Indemnity as manager of the 
burglary department of the New York 
branch office of that Company. His 
resignation took effect November 1. 
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J. D. CRAIG HEADS ACTUARIES 





Metropolitan Life Man Elected With 
H. E. Ryan and J. H. Woodward 
Vice-Presidents 





At the meeting of the Casualty Ac- 
tuarial and Statistical Society at the 
close of last week, J. D. Craig, assist- 
ant actuary of the Metropolitan Life 
was elected president, and H. E. Ryan, 
of the New York Insurance Department 
and J. H. Woodward of the New York 
State Fund were elected vice-presi- 
dents. 

The following members of the council 
were elected for two years: R. H. Down- 
ey of the Pennsylvania State Fund and 
Geo. D. Moore of the Royal Indemnity. 
Members of the council for one year, J. 
M. Lair of the Connecticut General 
and S. H. Wolfe, actuary. 





WRITES PECULIAR FLOATER 

One of the London companies on 
Monday wrote a policy insuring the 
jewelry and personal effects of Warslau 
Nijinsky, the Russian dancer, and his 
wife, covering for loss from any charac- 
ter including pilferage. The rate was 
3 per cent. The gross amount of insur- 
ance was $5,000, covering on property 
wherever located and was written un- 
cer a floater form. 


IN NEW YORK SALES CLUB 

The life companies now having mem- 
berships in the newly formed New 
York Salesmanship Club are the Metro- 
politan, Equitable, Phoenix Mutual, Mu- 
tual Life, Aetna, Travelers, and Penn. 








AGENTS’ “BANK BOOK” 

A handy little book containing many 
good soliciting suggestions and pages 
for keeping a record of back calls has 
been brought out by John J. Kennedy, 
superintendent of the accident and 
health claim department of the Pruden- 
tial Casualty, of Indianapolis. The book 
is intended either for life or accident 
and health apents. Mr. Kennedy states 
tiat there is a fortune in following up 
just such a record of prospects once so- 
licited. 





HAS COLLECTION CAMPAIGN 

The Aetna has inaugurated a pre- 
mium collection campaign in honor of 
President Bulkeley, the object of which 
is to have every item charged on the 
beoks prior to October 1 paid before 
the first of the year. The campaign is 
to be an intensive one and special cir- 
culars have been created to be used in 
this connection, also special letter 
heads for the agents’ use with the cam- 
paign slogan imprinted thereon. 





In Trenton, N. J., a verdict of $19.13 
has been rendered in favor of the Fi- 
celity & Deposit against George Nutt, 
a local insurance broker. Recently the 
Van Horn Realty Co. went into the 
hands of a receiver, and Nutt took over 
the Trenton business of the company. 








18 


THE EASTERN 


UNDERWRITER 


November 3, 1916. 





Uniform Laws on 
Automobile Coverage 


ACTION IS NEEDED ON 
SUBJECT 


WHY 





Commissioner English Discusses Fair- 
ness of Complete Coverage for 
All Companies 





Commissioner English, of Iowa, who 
introduced a resolution at the Rich- 
mond Convention of Insurance Com- 
missioners recommending uniform leg- 
islation in the various States fixing the 
standard of automobile coverage for 
fire writing companies to include all 
hazards, except to the person, has writ- 
ten to the “Insurance World” an inter- 
esting letter on the subject, reading as 
follows: 


Dear Sir: 

Comment in a recent issue of. the 
“Insurance World,” regarding what you 
characterize as “the attitude of arbi- 
trarily prescribing for its sister States” 
by the Iowa Insurance Department re 
multiple automobile coverage by fire 
companies prompts me to say that the 
ruling isin complete accord with the 
holding of the New York department 
upon the same question, wherein it 
was required of Wisconsin fire com- 
panies desirous of taking advantage of 
recently amended charters authorizing 
complete coverage that if they desired 
to continue to operate in New York, 
they should limit their writings, not 
only in New York, but at all other 
points, to the same lines which can be 
assumed by a like domestic company. 
In compliance with. the holding of the 
New York department the Wisconsin 
companies adopted resolutions by their 
boards of directors expressly fixing 
their writing powers in accordance 
with the measurements fixed by the 
New York law, such resolutions de- 
claring that such writings will be the 
only ones undertaken not only in New 
York but at all other points. Copies 
of such resolutions were filed with the 
Wisconsin department and a certificate 
of such filing furnished the New York 
department. ¥ 


How Situation Arose 

Your information with respect to the 
attitude of the National Board of Fire 
Underwriters with regard to the inter- 
pretation of the Iowa law is in error, 
as I am advised by Mr. O. B. Ryon, 
general attorney for the board, that 
he believes that my ruling correctly 
interprets the law. 

The situation in Iowa arises from 
the fact that property damage liability 
is not included in the class of business 
which sub-section 9 of Section 1709 
of the Iowa Code authorizes companies 
operating in Iowa to write. In this 
respect the coverage is not so broad 
as permitted in New York and many 
other States. 

The laws of California, Minnesota 
and Wisconsin have been so amended 
as to permit multiple line writing and 
fire companies of these States have 
been desirous of securing full auto- 
mobile coverage including personal 
damage. This is so contrary to what 
has long been the American standard 
of coverage that the innovation is 
questionable. If the effort is persisted 
in, questions with respect to reserves 
will be raised and a situation result 
that most of the fire companies do not 
desire. 

With the general situation in view, 
and also appreciating the necessity of 
some amendment of the Iowa law on 
automobile coverage for both fire and 
liability companies, I introduced a 
resolution at the Richmond convention, 
which is being considered by the com- 
mittee on laws and legislatidn, and will 
be reported upon at the December 
meeting, recommending uniform legis- 


URGES AGENTS’ CO-OPERATION 





T. J. Falvey Scores “Detachment” 
of Agents’ Interest in Company 
and Risks 





“Any agent who assumes an attitude 
of detachment from or lack of interest 
in the welfare, progress and success of 
his company places himself in a ridi- 
culous position,” is the statement made 
by T. J. Falvey, president of the Massa- 
chusetts Bonding & Insurance Co., this 
week in the Company’s organ, the “Co- 
ordinator.” Mr. Falvey said that only 
through co-operation between agents 
and companies could service be given 
that will hold the friendship of the pub- 
lic. 

Mr. Falvey also applied this same 
principle to the selection of risks and 
said that only through the co-operation 
of the agents could the companies keep 
their loss ratio within proper bounds 
and enable them to transact business 
at a cost to the public which will make 
possible the widest practical develop- 
ment of the business. Every agent 
owes this sort of co-operation to his 
company, Mr. Falvey says, not only 
for the sake of the individual company, 
but for the sake of the whole great in- 
surance interests of the country. 


Continuing, he said: 

“One of the most serious blights on 
insurance interests in general has been 
—and still is, to a painful degree—a 
false feeling of detachment between the 
various elements which go to make up 
the business. It was not long ago that 
companies competing for the same lines 
could see no good in each other and 
could find no common ground on which 
to meet; that fire, life, casualty and 
surety companies, each in its class, 
recognized no similarity of interests 
or problems between their various 
groups; and that the thousands of 
agents throughout the country knew no 
other way than to ‘go it alone,’ each 
fighting his individual battle and fail- 
ing to consider the advantages which 
might be gained through co-operation. 
Now times have changed and we find 
companies meeting in conventions to 
consider their common good, agents 
formed into associations co-operating 
on a national scale, and State federa- 
tions formed by agents in all lines, with 
the federations in turn formed into a 
national association. All of this is por- 
tentous in the right direction, imper- 
fect as the results may be as yet, but 
we have still to consider the most ele- 
mental link of all in the great chain of 
interests, i. e., the community of inter- 
ests between individual agents and the 
individual companies that they repre- 
sent. 

“Under these circumstances an atti- 
tude of detachment on the part of agents 
must be false in its conception, arising 
from selfish disregards of more than 
narrow personal interests, and _ short- 
sighted as to those very interests them- 
selves. But the foregoing must not be 
taken as a pessimistic word-picture of 
conditions as they actually exist today. 
Agents, for the main part, do recognize 
their intimate relation to their com- 
panies, and the companies have been 
successful in varying degrees, in foster- 
ing their interests.” 








lation in the various States fixing the 
standard of automobile coverage for 
fire writing companies to include all 
hazards, except to the person. 

This subject was discussed in a most 
thorough and able way by Hon. Henry 
D. Appleton of the New York depart- 
ment at the Richmond session of the 
National Convention of Insurance Com- 
missioners and the interesting ques- 
tion was raised by him with respect 
to treatment of liability companies. It 
will be generally agreed, I think, that 
if fire companies are to be allowed to 
give full automobile coverage, in all 
fairness, casualty companies will be in 
position to ask the same privilege. 


EMERY H. ENGLISH. 


EMPLOYER NOT LIABLE 





Man Injured Riding With Servant of 
Another on His Own Invitation 
Can’t Recover 





1. Where one is injured while riding 
with the servant of another on his own 
invitation he is a trespasser and not 
an invitee and cannot recover damages. 

2. An employe on his way home 
asked the chauffeur of his employer 
for a ride down town and was accom- 
modated. The car belonged to a cus- 
tomer of the employer and the chauf- 
feur violated a well-known rule not to 
give other employes rides. The em- 
ploye was injured in a collision on this 
trip. 

In finding the employer not liable 
the Supreme Judicial Court of Massa- 
chusetts, in the case digested above, 
said: 

“At the time of the accident the 
plaintiff was on his way home, and 
for his own convenience was in the 
automobile without the knowledge or 


consent of the defendant. The invi- 
tation of the defendant’s employe, 
Woods, was not an invitation of the 


defendant (citing cases). While there 
was evidence from which it could be 
found that the rule was occasionally 
violated, it falls far short of justifying 
a finding that such violation was so 
frequent continual, and notorious as to 
show that the rule was no longer in 
force and had been abandoned, as was 
held in Sweetland vs. Lynn & Boston 
R. R., 177 Mass., 574” (and citing other 
cases). 

“The plaintiff was not riding in the 
automobile at the time of his injury 
by reason of an invitation of the de- 
fendant, or of any one in his employ 
who was authorized by him to extend 
such an invitation; it is plain, there- 
fore, that he was a trespasser and can- 
not recover.” Judgment for defendant. 
Digested by Geo. J. Kuebler. 





THE PENNSYLVANIA SITUATION 





How Federation Movement Strikes 
“Insurance World,” Newspaper of 
Pittsburgh—Labor Not a Unit 





The “Insurance World” of Pittsburgh 
makes the following comment on. the 
present compensation situation there: 

“It appears that the insurance com- 
panies through the Insurance Federa- 
tion have, to use the Ledger expres- 
sion, ‘locked horns’ with the leaders of 
organized labor for control of the next 
Legislature relative to compensation in- 
surance. There is a well organized plan 
under way, under the auspices of some 
labor leaders, to foist off on the peo- 
ple of Pennsylvania a State monopoly 
of compensation insurance. Early last 
spring, labor interests. circularized 
candidates for the State legislature 
seeking to ascertain the attitude they 
might be expected to assume when 
this question came up—as it undoubt- 
edly will. Further circularization was 
done within the past several weeks. 
The gauntlet has been thrown down. 
And it is up to someone to take it up. 
As the present attack will be directly 
upon insurance, it is up to some in- 
surance organization, and none is more 
capable, more efficiently managed_ or 
better organized than is the Insurance 
Federation. 

“The gauntlet represents a battle, 
but the battle is not one between labor 
interests and insurance. Labor inter- 
ests are not as a unit. Some of the 
best thought in labor circles is against 
such a State monopoly. Insurance 
stands as a unit for the fight. But in- 
surance is not alone concerned, for 
the gauntlet, as thrown down, repre- 
sents a threat against all private 
business against all private capital, 
against all private initiative. The 
fight is one to determine whether 
we are to continue in a democratic 
form of government, or whether we 
are to go off on a tangent to a more 


AGENCY CREDIT PROBLEM 





How One General Agent Set a 60 Day 
Limit on Collections With 
Good Results 





The problem of keeping collections 
within a reasonable credit extension is 
one that most agencies are constantly 
wrestling with. William G. Maitland, 
ct Maitland & Moritz, Denver repre- 
sentatives of the Fidelity & Deposit 
Co., has gone a long way toward soly- 
ing that problem after many years’ ex- 
perience, and the method he pursued, 
explained in an article in “The Fidelity 
Journal,’ makes interesting reading. 


About fifteen years ago it occurred 
to Mr. Maitland that he was compelled 
to spend too much time each month 
when remittance day came around, col- 
lecting back accounts. It seriously 
interfered with his producing capacity, 
but if the collections were not made 
he had to advance the money himself. 

After thinking the problem out he 
decided that every honest’ business 
man could be made to realize that in- 
surance was cash and that he would 
be willing to pay his bills promptly if 
the matter were presented to him in 
the proper spirit. He took it up with 
the agencies reporting to his Office and 
arrived at a definite understanding 
about extension of credit on their busi- 
ness. He made a rule where premiums 
had run 60 days, to return cancelled 
policies unless there was a valid reason 
for a further extension. 

This course was heroic, and Mr. 
Maitland says that he lost some busi- 
ress through it, but it was effective. 

“Since our branch office was estab- 
lished,” he says, “this system has been 
continued. I do not believe that the 
plan I inaugurated fifteen years ago 
has had any ill effect on the business 
of this office. I am confident that it is 
a matter of education and that agents 
and business men generally recognize 
the fact that companies must collect 
their premiums promptly.” 





COMPANIES DROPPING COMPEN- 
‘ SATION. 


Several of the casualty companies 
are marking time in the writing of new 
business until the first of the year. 
The Eastern Underwriter received a 
telegram from one of these companies 
last week stating that the company 
had discontinued writing compensation 
and commercial automobiles. Another 
company denied a rumor that it had 
ceased writing compensation, but stat- 
ed that it was restricting its writings 
to the more profitable class of risks. 
In all, there are seven companies which 
liave altered their writing of compen- 
sation, since September 1. 

Some time ago, a prominent compen- 
sation insurance producer told The 
Eastern Underwriter that before 1918 
there would be but three or four com- 
panies writing this business. 








paternalistic form of governmental 
ownership and control. It is directly 
an insurance fight, and as such it 
concerns the Insurance Federation. In- 
directly it concerns and menaces every 
branch of business activity, and as such 
it concerns every board of trade, every 
chamber of commerce, and every such 
trade organization, by whatever name 
it is known, in the State. As the 
propaganda strikes first of all at in- 
surance, it is up to the insurance men 
of the State to arm themselves and 
prepare to fight. The Federation rep- 
resents the fighting unit. It is large 
and well managed; but it is not large 
enough. It needs the backing influ- 
ence of every insurance man. And it 
is not a lobby, as a lobby is generally 
known in the Keystone State. If it 
were a lobby, it would have more than 
enough money to buy a buttonhole. It, 
however, represents a large body of 
men, a large aggregate of taxes. It is 
a growing, coming organization. It’s in 
the fight for the right, and for the 
right to the finish.” 
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In discussing why 
Why Farmers farmers are rated 
Are Rated high, the Prudential 
High Casualty Co. says in 
its paper, “The Field- 

man” 


We are often asked why the farmer 
is so severely rated in our commercial 
-accident and health manual, and the 
question at first sight would seem a 
difficult one to answer, especially as 
most life insurance companies can’t get 
enough of this particular line of busi- 
ness. 

The physical hazard as presented by 
the farmer is of a most varied charac- 
ter; in harvest time he assumes a haz- 
_ard in connection with the use and 
maintenance of mowing and reaping 
machines greater than the average ma- 
chinist. At other times he has to as- 
sume the role of bull fighter, horse 
breaker, well digger, lumber jack, roof- 
-er, fence ‘builder, veterinarian, with all 
its possibilities of septic infection; in 
fact he is a jack of all trades, though 
not necessarily master of none. As a 
matter of fact, it is not really the phys- 
ical hazard that is entirely responsible 
for the severe rating of the farmer so 
much as the moral hazard. The aver- 
age farmer represents a good, honest, 
upright citizen, but there are some ex- 
ceptions, unfortunately, who look on an 
accident and health policy as an invest- 
ment instead of a medium of protec- 
tion. Perhaps that is due to the fact 
that the farmer is as human as any of 
us and possibly more so. In spring, 
summer and autumn he is a busy man, 
but winter is, to a very great extent, 
his off season. 

The theory of accident and health in- 
surance is protection against loss of 
time and while a farmer might quite 
properly get sick or injured in the win- 
ter time, who can say when his loss of 
time begins or when it stops? It is a 
great temptation for the holder of an 
accident and health policy in such cir- 
cumstances to stretch out a trivial in- 
jury or sickness into something appar- 
ently very serious—and as Harry Lau- 
der sings—‘it’s nice to get up in the 
mornin’, but it’s nicer to stay in bed.” 
Please understand that we are not pan- 
ring the farmer, we fully realize the 
fact that if there were no farmers 
there would be no insurance com- 
panies, or any other kind of company, 
and we will gladly insure him against 
accident or sickness, but in his proper 
class. 

* ca * 

Joseph L. Hepburn, 
claims adjuster for the 
National Casualty Co. 
says in an article in 
the Company’s paper, 
tke “National Agents’ Record”: 

A good many agents do not seem to 
comprehend the rudiments of claims 
adjusting. Their work is always of 
the same character, viz., all they can 
see is that by putting some money in 
the hands of a policy holder, they 
stand a chance of getting some new 
risks through the co-operation of the 
benefited claimant, and therefore they 
forget the policy and try by personal 
zrgument to reconcile the adjuster to 
an acceptance of a claim nearly out- 
side the company’s agreement. The 
question of liability is seldom compli- 
cated, and if the agent will but remem- 
ber and apply the following sugges- 
tions, adjusting must be easy and fair. 

There are several very important 
points to consider in settlement of 
claims. Take, for instance, an acci- 
dent claim. How did the accident hap- 
pen? Does it come within the excep- 
tion clause of the policy? Was the 
claimant totally and immediately dis- 
abled? If not, how long after was he 
totally disabled? Read carefully Para- 
graph “B,”’ which explains very clearly 
partial disability, and also “not being 
immediately and totally disabled” fea- 
ture. We note quite a few cases where 


Care Needed 
In Claims 
Adjusting 


Special Talks With Local Agents 





the agent is apt to ignore the regular 
doctor’s attendance, especially when 
the claimant is over his total disability 
and claims partial. Then again we find 
that sometimes there is a tendency to 
waive the written notice provision. 
The company is entitled to be notified 
within the twenty day limit if reason- 
ably possible in order to investigate 
properly. 

The question of occupational hazard 
at the time of disability, whether acci- 
dent or sickness, must be carefully con- 
sidered. The claimant’s income must 
ibe looked into, because the moral 
buzard is quite material. If found over- 
insured, the monthly indemnity must 
ke reduced, as provided in the policy, 
and return of the excess premium to be 
made on the payment of the claim, and 
the policy canceled. We find when a 
ciaimant’s income is the same or less 
than his monthly indemnity, he is lia- 
ble to think that his disabilty is a great 
deal more serious than it really is, and 
acts accordingly. 

Sickness claims seem harder to ad- 
just than accident claims, we think be- 
cause of the non-confinement or con- 
valescing provision. There must be 
total disability to receive indemnity 
under this clause, and there also must 
be a regular attendance of a physician. 

Claims for sickness presented by 
women, special care should be taken 
tu ascertain whether or not it is a fe- 
niale trouble. We find that peritonitis, 


operations for appendicitis, abscesses, 
tumors, etc., turn out to be diseases 
not common to both sexes. If this is 


suspected, it is best to have an exami- 

nation made by a reliable physician. 
In cases of traumatic orchitis, or 

where there is a suspicion of venereal 


trouble, rigid investigation should be 
made and a physical examination de- 
manded. 


There is another point we want to 
call especial attention to, and that is 
the taking out of other insurance by the 
policy holder without notifying the 
Company in writing. Where there is a 
claim presented and this is ascertained, 
an adjustment must be made accord- 
ing to the pro-rate clause in the policy. 
We sometimes find in looking over the 
adjustments made that agents ignore 
this very important provision. 

In closing, let us warn the agent not 
to discriminate in paying a claim. No 
ciaimant must be favored. Every one 
is entitled to a square deal, and every 
claim must be adjusted in accordance 
with the policy and the proofs. 

* * * 


Decisions are of two 
types, reasonable and 
repulsive; all buyers 
must be put in one of 
these classes, says the 
“Federal Record,” published by the 
Federal Casualty Co. The reasonable 
buyer wants reasons why; he shifts 
and weighs evidence; he balances ar- 
enments for and against. He cannot 
Le hurried into a decision; he must 
have time to think it out. The sales- 
man must be prepared for this type of 
mind. If he is not skilled in the rules 
of reasoning, he loses in his debate 
with the customer. 

Some salesmen are not good “clos- 
ers.” They carry the sale through at- 
tention, interest and desire, but when 
they try to force a decision, they are in 


Important 
Factors of 
Salesmanship 


trouble. They have to eall for the aid 
ef the skilled “closer,” who, in some 
large organizations, is ready to help 


them; or if there is no skilled “closer” 
at hand, they fail in the sale, and cease 
to be salesmen. Failures to close are 
often due to two causes: either the 
salesman is unable to distinguish be- 
tween the reasonable and impulsive 
type of buyers, or he does not under- 
stand the art of reasoning, with which 
alone the reasonable type can be led to 
a favorable decision. Out of either dif- 
ficulty the study of psychology offers a 
way. It contains a mine of information 
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that can be used to solve some of the 
knottiest problems that block the way 
to a decision to buy. 


The impulsive type of buyer, like the 
reasonable type, can be handled only 
by the man who knows the methods 
that his particular case calls for. The 
impulsive buyer does not do much reas- 
oning. He does not need reasons why; 
he needs to be led. When pleasani 
ideas are presented to him, he is tempt- 
ed at once to adopt them. He does not 
balance arguments for and against. 
After his desire has been aroused he is 
eager to have his objections to pur- 
chase broken down, and he welcomes 
the salesman’s statements that accord 
with his own desires. No argument is 
needed in his case, nor reasoning, sim- 
ply suggestion. 

Suggestion is a word much in evi- 
dence in sales literature. Certainly it 
ic the biggest word in sales psychology 
—the key to unlock the door to many a 
barred sale; for, where there is one 
buyer to be reasoned with, there are 
ten who respond to subtle suggestion. 
What is suggestion? Something intan- 
gible and uncanny, like hypnotism? 
Not at all. It is simply the entrance 
into the buyer’s mind of an idea, origin- 
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ated ‘by 


to 


outside word or fact, which 
tends produce an automatic re- 
sponse. The salesman says or does 
sc¢mething; the buyer’s mind accepts 
the idea; no contrary ideas appear; and 
the hand of the buyer automatically 
moves toward the dotted line on the 
crder blank. That is suggestion—im- 
mensely effective and immensely worth 
while for the salesman to study. 


* a * 
The numerous daring 
Winterthe burglaries on a large 
Season for scale that have occurred 
Burglaries recently among the 


homes of the wealthy in 
the vicinity of New York City, calls 
attention to the well recognized fact 
that winter is the season for such ac- 
tivities. These burglaries can be used 
to advantage in all sections for closing 
new business in this line. 





Fred W. Dalton, of Minneapolis, 
formed the F. W. Dalton Insurance 
Agency in that city January 1, this 
year, and in the succeeding nine 
months the agency produced for the 
American Bankers Insurance Co., for 
which it is general agent, new paid 
business amounting to $1,540,500. 
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ONE OF THE BEST FORMS OF 
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An opportunity for rapid advancement is offerea to men 
who are willing—and will. 


FOR AGENCY CONTRACTS ADDRESS Under this latest form, if the Insured be- 
H. M. HARGROVE, Vice-President | comes totally and permanently disabled he 





































| BEAUMONT, TEXAS rece:ves an income for life, without reduc- 
or uanemense — ing the income payable to the Beneficiary 
. — “ AN EIGHT YEAR after his death, any sums thus paid to him 
Minneapolis Fire & Marine RECORD being in addition to and not in place of the 
Insurance Co. NET income the Beneficiary will subsequently 

of Minneapolis CAPITAL / | imz | \\ SURPLUS receive. It isa form that may fairly be said 


to sell itself. Those seeking the latest and 
best in life insurance will do well to 
+ ri investigate. be 


ASSETS - . $784,979.27 
LIABILITIES - - 538,843.30 
NET SURPLUS - 246,135.97 


Comparative Growth 






$172,981 








Increase Increase $200,570 ALR OR 
Ir Assets In Reserve : maenenacanssananccennones 
1913 - $88,052 $61,854 $228,203 


$241,422 





THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 


1914- 98,979 67,229 
1915 - 109,855 83,163 
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ogc Ohio’s Oldest and Strongest Company GERMANIA 
ha 2 : Net Surplus Over $1,351,482.71 FIRE INSURANCE COMPANY 
AN AGENTS COMPANY NEW YORK. 


<e ORGANIZED 1859 


E. K. SCHULTZ & CO. 
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PHILADELI HIA Cash Capital ..... $1,000,000.60 
GENERAL AGENT ae $8,029,651.84 
Pennsylvania, New Jersey and New York Liabilities ........ $3,920,295.68 
Net Surplus ...... $3,109,356.16 
i i for Polic 
he Connecticut Mutual Life Insurance Company. Surplus y 
maples PRESIDENT JOHN M. TAYLOR, HARTFORD, CT. " H. KRAMER Holders ....... $4,109,356.16 
Insurance in force, 1004tt PONG OTHER COMPANY HAS DONE menatecets ; : 
To repay to its Policy-holders in Death Claims, Endowments, Dividends, Surrender ADJUSTER HEAD OFFICE: 
Values, Annuities and other credits more than they have paid to it in premiums. FOR INSURANCE COMPANIES Phi 
It stands alone in that result. ‘ Cor. William and Cedar Streets 
Total premiums received, Dec. 1, 1846, to Dec. 31, I915....-.---seeeeeeees nnn eo 105 William Street, New York City 
Total.returned to Policy-holders, as above noted, in same period......... 311, .63 
Excess of amount returned...........cccceces ceccccecccnnsnreccccceeseseeseaees 957320172-93 














The Columbian National Life Insurance Company | Rossia Insurance Company 
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REINSURANCE 
ARTHUR E. CHILDS, President 
9 . * 7 * . 
The Agents’ Winning Combination A Good Personal Producer and Organizer 
LIFE—ACCIDENT AND HEALTH—INSURANCE can secure a GOOD CONTRACT for GOOD Western TERRI- 
; . ‘it Gene TORY with a GOOD old line MUTUAL life insurance COMPANY. Of 
Covering Fermenmt ene fetal Stseimiy, all MUTUAL companies WEST of PHILADELPHIA it is SECOND to 
and Weekly Indemnity for loss of time none in STRENGTH—assets to liabilities, and is FIFTH in SIZE— 
insurance in force. Increase in = a to a ae 
° ? ° ° ° ° above the same period last year, and 1915 was a g year. oma 
The Policyholders’ Winning Combination sal Giathaen Glineehd eens Gan. 


Guaranteed Cost and Good Service Northwestern National Life Insurance Company 


FOR AGENCIES AND SPECIMEN POLICIES, ADDRESS THE COMPANY MINNEAPOLIS, MINN. 


























